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THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY : 
Provident Mutual 


Boston, Massachusetts Lif F ‘ f ladelbhi 
s ? ife Insurance Company 9 Phila elphia 
Arthur E. Childs, President Pismniieenta Founded 1865 * 


Columbian National Agents can offer the best in 
LIFE, ACCIDENT, and HEALTH INSURANCE 
Columbian National Policies Tie Provident has worked out a prac- 


+ make selling easier tical plan by which the Home Offiec, 


Policies backed by one of the very strongest companies through an Educational Supervisor, 
in the country, having ample capital, surplus and : aa 
highest standard of reserves. Exceptional oppor- is assisting in the development of new 
tunity is offered to salesmen of character and ability. agents. 
Communicate at once with 

Agency Department 
77 Franklin Street, Boston, Mass. 


PUTT: 








GO AFTER THE OTHER FOUR 
EXCEPTIONAL OPPORTUNITY |} tue Netionat Burean estimate advertises the startling 


fact that only one in five of this country’s 22,000,000 
autos are insured. 


YOUR FIELD RIPER THAN EVER! 
REAP IN 1927 





UT 


in California or other Western 





r responsible men who 
States fo P “The 25,000 fatal accidents in 1926 


pave a way for those with insurance 


wish to engage permanently in 
gage P y protection to sell. 


life insurance field work. “These automobile fatalities are so 
many tragic warnings; while the les- 
sons taught in the hundreds of thou- 
sands of injuries which occur every 
year, keep educating | the ‘public in 
their insurance need.” 











Address M. F. Branch, Manager of Agencies 


CALIFORNIA STATE LIFE ROYAL INDEMNITY CO. 
CASUALTY INSURANCE—BONDS 
150 William Street 

SACRAMENTO NEW YORK CITY 











J. Roy Kruse, President 
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THE HOME LIFE 
A COMPANY OF OPPORTUNITIES 





In a recent letter to the Agency Force Ethel- 
bert Ide Low, President of this Company, said: 


“TI am ambitious that this Company 
shall not only give to its policyholders 
the ultimate in life insurance service, 
but that it shall be a good Company 
to work for. I want it to offer to the 
men and women associated with it the 
widest scope for the exercise and de- 
velopment of their abilities and the 
opportunity to go just as far as those 
abilities and their ambition will carry 
them.” 


On agency matters address 


JAMES A. FULTON 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York 


A Good Company, for both 
Policy-holder and Agent 


An insurance company that is satisfactory to 
the policy-holder is, for that very reason, satis- 
factery to the agent. 

Yet no one individual property owner is likely 
to need all the forms of insurance that this Com- 
pany provides. 

Sc, when we say that this is ‘‘a good Company 
for tne policyholder’’ we mean it is more than 
a good company from the agent’s point of view. 

For Philadelphia Fire and Marine, by the 
variety cf insurance it writes, enables its agents 
to get much business that the average agent is 
not in a positicn to handle expeditiously. 


Write for Information. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


Head Office 
1600 Arch Street, Philadelphia, Pa. 


City and Suburban Office 
501 Lewis Bldg., 15th & Locust Sts., Phila., Pa. 


— 














THE NEW RETIREMENT 
INCOME POLICY 


The new Retirement Income Policy of The 
Lincoln National Life is designed for the many 
people who are primarily interested in providing 
an income for some future date of retirement. 

It provides either a life annuity or refund 
annuity to begin at an age elected by the insured. 

It has death benefits and cash surrender 
values as well as loan values. 

It may be issued with the Income Disability 
provision. No medical examination is required 
unless the Disability feature is desired. 

The Retirement Income Policy answers an- 
other definite need for Life Insurance. It 
affords another reason why it pays to 


Cunk uP(()wern Tue () LINCOLN) 
The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE, IND. 
More Than $500,000,000 in Force 























ROUND OUT YOUR SERVICE 


Here’s a policy that will back up every talking point 
of company and service. Think it over: 


Any natural death 
Any accidental death 
Certain accidental death 


Accident Benefits $50 per WEEK (non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the 
hands of a progressive agent and we invite you to 
give serious consideration to the United Life 
“Policy You Can Sell.” 


There may be an opportunity in your town. Our 
Vice President, Eugene E. Reed, will tell you all 
about it. Write him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord, 


New Hampshire INQUIRE! 








Tue Spectator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter June 28, 1879, 
at the postoffice, New York, N. Y., under the act of March 8, 1879. THe Spectator, Velume CXIX, Number XX, November 17, 1927; $4.00 per annum. 
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TRAVELERS’ AGREEMENT 
SCORED 


Fire Insurance Executives Put New 
Meaning in It 


BELIEVE AGENTS MADE MISTAKE 


Wide Difference in Construction of New 
Orleans Statement—aAction in New 
England Awaited 
When the National Assoication of Insurance 
Agents met in annual convention at New Or- 
leans some weeks ago it was fully expected 
that the question of non-policy writing agents 
would be thoroughly thrashed out and that 
company executives would know exactly where 
the agents stood upon this very moot question 
by the time the convention was adjourned. 
However, an unexpected development, brought 
about the able diplomacy of Robert H. Wil- 
liams, vice-president of the Travelers Fire In- 
surance Company, occurred in the form of an 
agreement with thaf company, which was set 
forth in a statement of the executive committee 
of the Association. That statement, published 
in THE SpEcTATOR of October 27, clearly says 
that the Travelers Fire agrees to abide by any 
reasonable rules made by the local boards in 
the territories in which it operates. It further 
sets forth that differences of opinion between 
the company and the local boards would be 
subject to conference between the two organiza- 
tions and the National Association. The writer 
of this article attended the New Orleans meet- 
ing and came away with the impression that 
the Association would regard as a reasonable 
rule one that limited the commission of a non- 
policy writing agent to a commission equal to 
that paid to local brokers. This view has been 
confirmed at the headquarters in New York of 
the National Association of Insurance Agents. 
The situation has, however, become again in- 
volved by the widespread belief among com- 
pany executives that the agents have agreed 
that the non-policy writing agent should get a 
commission amounting to 5 per cent over the 
local ‘brokerage commission. They further- 
more are strong in the belief that the agents, in 
making such an agreement, have brought about 
an impossible situation which will not aid in the 
plans of the Eastern Underwriters Association. 
The American Agency Bulletin for Novem- 
ber 18 will say in an editorial that “This is all 
based on a misapprehension of the facts in- 
volved—and a misreading of the statement it- 

self. 

Meantime executive and agents alike will look 
sharp to developments in such tender spots as 
Worcester and Springfield, Mass., and New 
Haven, Conn., in which places the question has 
already been sharply at issue. 

(Concluded on page 13) 


MUTUAL’S PLANS 


Hugh D. Hart Announces Two New 
Departments 


RESEARCH WORK HEADED BY E. P. 
HUTTINGER 


Education Department to Be Established 
Shortly—Plans for Agency Building 
in Development 


Hugh D. Hart, vice-president of the Penn 
Mutual Life Insurance Company, came to New 
York on Monday of this week to speak at the 
regular Monday morning meeting of the J. 
Elliot Hall agency of that company. Sub- 
sequent to the meeting he made several impor- 
tant announcements concerning the future 
plans of the company. 

E. Paul Huttinger, formerly connected with 
the legal department of the company, has been 
made head of a newly established research de- 
partment and has already started active work. 
A educational department is to be established 
within a very short time and it is said that 
one of the best equipped men in this line will 
be in charge. An announcement will be made 
in a few weeks. 


The new research department is concentrating 
at present upon the development of a set of 
plans for agency building. These plans fall 
into three divisions, recruiting men, training 
them, and supervising them. Information is 
being gathered from all possible sources, but 
mainly from the field, successful general agents, 
regardless of company being queried, especially 
in regard to methods for recruiting men. Mr. 
Hart announced that 19 methods had been 
found so far. These plans will be developed 
in detail and presented to the general agency 
staff in novel form and are expected to form 
a guide for the future development of the 
company’s field force. 

Presentation and study of the plans will be 
accomplished through a series of zone meet- 
ings of general agents. Each meeting will 
occupy three days and will be in charge of a 
sort of flying squadron of home office officials. 
The first meeting will be held in Philadelphia, 
March 7, 8 and 9. The schedule for the other 
meetings is as follows: Atlanta, March 14, 
15 and 16; Chicago, March 21, 22 and 23; Kan- 
sas City, March 24, 25 and 26; San Francisco, 
March 31, April 1 and 2. 

Other important announcements concerning 
the future plans of the Penn Mutual are ex- 
pected early in January. 

In speaking to the agents, Vice-President 
Hart brought out the value of sincerity in sell- 
ing life insurance, placing it above knowledge 
of the business. He also pointed out that 

(Continued on page 7) 
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“NOT TAKEN”? POLICIES 


Central Bureau for Fire Policies May 
Take Over Casualty Lines Also 


INJUNCTION SUIT RECALLED 


Success of Fire Companies in Controlling 

Canceled Policies Prompts Suggestion 

It is quite probable that in the not far dis- 
tant future the supervision of “not taken” and 
“canceled” policies of casualty insurance in 
New York State will be taken over by the Cen- 
tral Bureau now acting in that capacity for 
fire insurance policies. The latter organization 
has been extremely successful in its efforts to 
eliminate the free insurance evil in its own field 
and in view of the fact that most of the casu- 
alty companies and brokers are agreed that a 
plan should be adopted which would be based 
on the methods employed by the fire organiza- 
tion, it has been suggested in some quarters that 
the existing office handle the work of both fire 
and casualty fields. 

When the question of “free insurance” first 
came up at the instigation of the New York In- 
surance Department, a committee of ten, com- 
posed of seven representatives from the fire 
and three from the casualty fields, was ap- 
pointed to consider the matter of reform. The 
fire insurance interests immediately put into 
practice the system now used. The efforts of 
the casualty men, however, were not so success- 
ful. Shortly after they instituted a plan ap- 
proved by Superintendent Beha, a group cf 
brokers filed application with the New -York 
Supreme Court for an injunction restraining 
Albert W. Whitney and H. P. Stellwagen, both 
of the National Bureau of Casualty and Surety 
Underwriters, from attempting to put the plan 
into effect. The brokers claimed that the plan 
was an injustice to both themselves and their 
clients and that the plan was productive of more 
serious evils than it was designed to eliminate. 
They claimed that it afforded an opportunity to 
rebate legally. 

The decision of the court, Justice Bijur pre- 
siding, was in favor of the brokers and held 
that the Central Bureau was actually a rating 
organization, and in dealing with the recovers 
of earned premiums it was concerning itself 
with a matter which affected rates only indi- 
rectly and was therefore exceeding its powers. 
The Bureau intended at first to appeal the de- 
cision but the litigation was later dropped and 
it was announced that companies and brokers 
were again in harmony. Plans for reporting 
“not taken” policies were being formulated, it 
was said, and an organization similar to that 
operated by the fire insurance companies was 
predicted. 

At this time the Fire, Marine and Liability 

(Concluded on page 23) 
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\ RITING in his column “Business To- 
day,” Paul W. Garrett, of the New 
York Evening Post last week brought out some 
interesting figure relating to the investments 
of life insurance companies, basing his infor- 
mation on a recent publication of Bonbright & 
Co., Inc. The most remarkable point is the 
increase in the ratio public utility investments 
and a corresponding decrease in the ratio of 
government securities held. Mr. Garrett says, 
“It now appears that in a series of regular an- 
nual moves the proportion of public utility 
bonds to all held in the life insurance port- 
folios has been stepped up from 7.7 per cent 
in 1921 to 20.1 per cent at the end of 1926. 
Simultaneously the ratio of governments and 
municipals fell from 42.1 to 25.3 per cent.” 


* * * 


HE New York Times of Thursday, No- 

vember 10, in a story relating to the New 
England flood, describes the domestic life of 
President Fred H. Howland, of the National 
Life Insurance Company of Vermont, as fol- 
lows: 

“Mr. Howland, who is president of the Na- 
tional Life Insurance Company, outlined the 
situation while cooking his own breakfast over 
the fireplace in his flood-damaged home oppo- 
site the State House.” 


* * * 


[* response to a telegram from THE SpEc- 

TATOR, Vice-President Harry M. Cutler, 
of the National Life wired last week, just too 
late for publication, the following : 

“Work of restoration started immediately. 
Mail coming by airplane. Supplies by highway 
trucks. No epidemic but some suffering from 
cold. Only one death in Montpelier, seven in 
Barre, larger numbers in Waterbury and Bolton 
but life insurance probably very small. Expect 
less than fifty thousand. National Life has re- 
sumed issue and will function as usual except 
for mail delays. Appreciate your interest.” 


* * * 


TEM from Arkansas—“H. G. ‘Jack’ Frost, 

well known in life insurance circles in Lit- 
tle Rock and Arkansas for a number of years, 
has accepted a connection with the Arkansas 
agency of the Union Central Life Insurance 
Company of Cincinnati, headed by C. G. Price, 
as State agent.” Evidently the agent department 
of the Union Central is interested in mete- 


orology. 
ee 


ERT SLACK, general counsel of the 

* Federal Savings and Insurance Com- 

pany, of Indianapolis, has been elected mayor 

of the city to fill out the unexpired term of 

ex-Mayor Duvall. Judging from what we read 

in the daily press, Mr. Slack is tackling a man’s 
job. 


RDINARILY, I am not particularly in- 

terested in the Aframerican as an individ- 
ual, as the chief cause of the quarrel between 
North and South, as a growing difficulty in 
some Eastern cities, as a sex problem in Chi- 
cago or in any other fashion; but one night, 
some years ago, a friend of mine invited me to 
join him in a hunt for the unusual and his plan 
of campaign promised success—so I went. 


* * * 


T the fag end of an extraordinarily dull 

evening we entered the portals of a place 
in Harlem, better known to the natives of that 
negro section of New York city than to the 
lighter-colored portion of the population. And 
right there we sat up and took notice. The 
atmosphere was heavy with pungent perfumes, 
a jazz band began throbbing with a maddening 
kind of rhythm and into the center of a “spot” 
undulated the lithe, pantherish figure of a girl. 
Abruptly the music changed to a crooning mel- 
ancholy and the girl began to sing in a dulcet 
voice that somehow had a deceptive timber. 
Motionless at first, her body, that looked bronze 
under the white glare, started swaying with 
the tune; and almost effortless rippling of 
muscles that glided from pose to pose without 
destroying the continuity of action. At the 
conclusion of the song we applauded because, 
knowing the scarcity of talent, we believed we 
could recognize it when presented. 


* * * 


T was nearly five years before I saw that 

negro girl again, and then she was the star 
performer of “Shuffle Along.” She had a 
genius for vivifying the comedy, the pathos, 
the bathos and the grotesqueries of her race, 
and the result was fame and dollars. With the 
notes of “I’m a little Blackbird looking for a 
Bluebird too” on her lips, she gave Broadway 
a new sensation in the production of “From 
Dixie to Broadway.” Paris and London claimed 
here next, and if the hound of scandal nosed 
her footsteps across two continents, she gave 
every appearance of being contentedly unaware 
of the pursuit. She had become an interna- 
tional fad, a manifestation of how those born 
here are the favored of the Gods and the Darl- 
ings of Destiny and her cup was full. And 
with all her success she had done something 
for her race. Not with the dynamic energy 
of James Johnson nor with the deftness of touch 
that characterizes Countee Cullen, but in a way 
that was hers alone. 


*x* * * 


HE funeral of Florence Mills, when it took 

place last week, provided headliness for 
the news, a spectacle for the gapers and work 
for the traffic squad. The flowers are said to 
have cost $100,000. 


F, as Mr. Calkins claims, insurance can be 
advertised and marketed in much the same 
way as the nationally known tooth pastes, 
breath purifiers, short cuts to learning, et al., 
we might expect to open our Satevepost and 
¢ome upon such gems as the following: 
x * Ox 
HEY LAUGHED AT ME WHEN I 
TOLD THEM I WAS INSURED—but 
their derision turned to admiration and envy 
when I showed them a check for twice as much 
as the stuff was worth. Yale had just won an 
unexpected victory over Princeton and I was 
entertaining a few of the old gang from the 
class of ’09 by way of a quiet celebration. Jack 
Winslow had ventured into the cellar to draw 
off a couple of bumpers of Jamaica (L. I.). I 
have a little distillery rigged up for my young- 
sters—they’re so interested in chemistry. It’s 
pretty dark down there but Jack had a candle 
to light his way. Imagine our suprise when we 
heard a terrific explosion and found ourselves 
doing a Lindbergh through the roof. 

Well, at the club next day the boys were all 
set for a hearty laugh at my expense but as 
Elbert Hubbard said in his famous Scrap-Book, 
“He who laughs last, laughs best.” I had re- 
ceived full indemnity by cable that morning ten 
hours after the loss had occurred, and they 
all crowded around me, eager to hear the de- 
tails. 

“T didn’t know that the Trustworthy Fire In- 
surance Company issued any coverage on home 
breweries,” said Jim Henry inquiringly. 

“They don’t,” I answered him, “But did you 
ever hear of Voids, Ltd.?” “It’s a famous 
charitable institution in London, isn’t it?” he 
ventured. 

“Well, sort of,” I replied. I read the ad- 
vertisement of their Foolproof Policy in the 
Family Journal. I merely filled out and mailed 
the coupon attached and sent no money until 
the policy was in my hands. The premium was 
very reasonable, too. Henceforth, my insur- 
ance problems are solved.” 

+ =e 
OR the socially ambitious, a different ap- 
peal is effective: LET’S NOT ASK 
THE JONESES. She’s a dear, I know, but 
he’s so inadequately insured that I’d never for- 
give myself if anything happened to him while 
he was our guest, etc., etc. 
a oer 
‘*LOGANS, of course, will have to be snap- 
pier. As for instance: WHEN BIGGER 
BUILDINGS ARE BURNT INSURCO 
WILL COVER THEM. 


* * * 


SLIGHT change in nomenclature might 

be advantageous: HAVE YOU Indem- 
nitas? (Advertising term for protection against 
loss.) 
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A SERIOUS HAZARD 
ONFUAGRATIONS in. theatres 


and other places of amusement con- 
stitute the most devastating of all types 
of fire because of the attendant panic and 
toll of human lives as well as property. 
The Iroquois Theatre fire in Chicago, and 
the memorable tragedy in Canada a few 
years ago, are by-words in the jargon of 
fire prevention and public safety litera- 
ture. Yet we sometimes wonder if this 
lesson, taught so often and so thoroughly, 
has been well learned by those to whom it 
is of greatest import. 

The city of New York is now witness- 
ing an unprecedented boom in theatre 
building. A number of smaller theatres 
for the production of legitimate drama 
are being constructed, but the outstanding 
feature is the erection of huge “palaces” 
for the exhibition of motion pictures. 
These theatres are well built, and are pro- 
tected from fire as completely as modern 
engineering science can provide, but the 
immense patronage enjoyed by this type 
of amusement house gives rise to an evil 
which offsets, to a large degree, its merits 
of construction in regard to fire protec- 
tion. The menace we refer to is over- 
crowding. 

The great throngs that are attracted to 
these theatres on Saturday and Sunday 
nights, for example, crowd the theatres to 
their very doors. The theatres give two, 
and sometimes three, performances each 
night, and it is the custom of the manage- 
ment to announce to waiting patrons in 
the lobby, when all the seats have been 
taken, that standing room only remains, 


and that seats of any kind will not be 
available until the next performance. But 
moving picture patrons know by experi- 
ence that there will be no let down in the 
jam, and the majority of them purchase 
tickets and crowd in wherever they can, 
with the hope of securing a seat at the 
harrowing moment known as “intermis- 
sion.” 

The consequence is that for a large 

part of the performance, patrons are 
crowded literally to the roof in the bal- 
cony, and it is customary in the orchestra 
section to rope in the earlier standees. A 
moving picture habitué considers himself 
very fortunate if he is pinned inside the 
rope although his chances of making an 
effective exit in case of fire or panic are 
decidedly nil. 
_ The point of the foregoing is that the 
slightest fire, or even a false alarm, would 
precipitate a stampede that would be 
sickening in its consequences. In abetting 
this situation, it seems to us that theatre 
owners are going a step too far in their 
avowed policy of “giving the public what 
it wants.” 





WORK OF THE INSURANCE 
INSTITUTE 

HAT seems to us to indicate a 
rather sad state of affairs was 
contained in several intimations, at the 
recent annual meeting of the Insurance 
Institute of America, to the effect that 
the students of that organization were not 
in every case winning financial recogni- 
tion of their work. In other words, it 
was intimated that there are some home 
offices which are not fully cooperating in 
the work of the Institute. It may be, of 
course, that a select few managers prefer 
to make promotions and give salary raises 
only when the employee has proven by 
the quality of his work that such promo- 
tion is entirely deserved. That sort of 
policy takes on an ultra-conservative air, 
when it is compared to one by which the 
employee is given every possible encour- 
egement to improve his mind and his 
store of knowledge concerning his busi- 
ness and, perhaps, eventually dispensed 
with when and if it is discovered defi- 
nitely that he is unable to make such use 
of his schooling as to add to his value to 
his employees. Such a state of affairs 


will seldom occur and meantime the em- 
ployer, who has encouraged his employees 
to further educational efforts, is likely 


~ 


9 


to unearth considerable talent of excep- 
tional value. At the meeting referred 
to the president of the Chartered Insur- 
ance Institute of Great Britain took pains 
to remark that no difficulty had been ex- 
perienced in England in getting employ- 
ers to recognize financially the work of 
students in the classes of the Institute. 
It seems, therefore, that the English 
underwriters are somewhat more appre- 
ciative of the benefits of education than 
those in the United States. 

The work of the Insurance Institute of 
America is not only unique in business 
circles, but it brings together the finest 
talent in the business for the purpose of 
instructing its students. It offers a series 
of carefully worked out courses designed 
to fit in with the actual work as done in 
the offices, and pays little or no attention 
to theories. The student successfully 
completing these courses is well grounded 
in the practices of insurance and the 
background of those practices is familiar 
to him, thus enabling him to go about his 
work intelligently, rather than auto- 
matically. 





The Life Insurance Law Chart, 1927 
Edition 

That very serviceable publication, the Life 
Insurance Law Chart, 1927 edition, has been 1s- 
sued by The Spectator Company. This is the 
twentieth annual edition of this useful wall 
chart, which shows at a glance the statutory re- 
quirements in each State and territory of the 
United States, and also in Canada relating to 
life insurance companies in other States. It 
gives the requirements as to taxation, agents, 
policy forms, examinations, valuations, publica- 
tion, etc., and renders a most valuable service 
to life insurance companies, which use it-as a 
checking list to verify compliance with each and 
every legal requirement in each of the States 
in which the company is licensed. Such use of 
this chart may readily save a company from in- 
curring legal penalties. 

Particular subjects covered by the chart are 
shown by the column headings as follows: 
Annual fees—company license—total other fees: 
expiration company license; fees for agents: 
non-forfeiture; policy form or _ provisions 
surplus distribution periods; anti-discrimina- 
tion; statements final date for filing—annual 
and tax; legal publications—number of times 
and number of papers; State tax and final date 
for payment—premium, any other; local taxa- 
tion; regulations governing advertisements; 
bond to State agent or company; warranty 
defined; miscellaneous provisions. There are 
also concise explanatory footnotes. The price 
per copy of this exceptionally valuable chart is 
$4, with a discount of 20 per cent on orders 
of 100 copies or more. 
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Lectures to Chicago Underwriters on In- 
surance Trusts 

Cuicaco, Itt., November 16.—A series of 
lectures on co-operation of life underwriters 
with trust companies in the creation and admin- 
istration of life insurance estates through trust 
companies was opened here last week with John 
A. Reynolds, assistant vice-president’ of the 
Union Trust Company of Detroit as the first 
speaker. The lectures are sponsored by the 
Northern Trust Company and the Chicago As- 
sociation of Life Underwriters, jointly. 

Mr. Reynolds declared that a widened mar- 
ket for life insurance awaits any life under- 
writer who strives to have his prospects create 
estates for administration through the trust 
companies. He declared that many large poli- 
cies are not sold because of the uncertainty of 
the prospect as to how the funds will be spent 
and pointed out that there is a flexibility about 
trust agreements that is not available in estates 
left with the insurance companies to be dis- 
bursed in monthly installments. He also com- 
mended the discretion of the trained trust of- 
ficers in investment and conservation of insur- 
ance funds. 

The next lecture will be delivered December 
6 by Edward Dean of Grand Rapids, Mich. 


Agency Managers of Bankers Life Com- 
pany Meet 

Des Mornes, Iowa, November 12.—Sixty- 
three agency managers of the Bankers Life 
Company held a three-day annual conference 
in Des Moines the last of the week. The men, 
representing thirty-four States, reviewed the 
work of the past year and formulated plans 
for the coming year. 

Gerald S. Nollen, president of the Bankers 
Life Company, presided over the meetings, 
which were held in the Liberty building. W. W. 
Jaeger, vice-president and director of agencies, 
and O. B. Jackman, assistant director of agen- 
cies, assisted in conducting the conference. Of- 
ficers of the company entertained the agency 
managers at Hotel Savery and closed the so- 
cial features with a dinner dance. 

Former Des Moines men, now agency man- 
agers of the company, who attended the con- 
ference were: W. H. Forestelle of Toledo, 
former second man with the Princess players; 
F. L. Smock of Mankato, Minn.; DeForest 
Bowman of Chicago; O. G. Wilson of Omaha, 
and J. E. Flanigan of New York. 


Hold Sales Congress 

The Life Underwriters Association of Cham- 
paign County, Ill., held a one-day sales con- 
gress at Champaign recently. Among the 
speakers were: Darby A. Day, general agent 
in Chicago, of the Union Central; Roger B. 
Hull, counsel of the National Association of 
Life Underwriters; Roy L. Davis, educational 
director, Continental Assurance Company, and 
William A. Searle, agency director, National 
Life of Vermont. 

T. M. Bean is president of the Champaign 
Association. 


New Company to Be Called Globe Life 

Omaua, Nes., Nov. 7.—As noted in THE 
SPECTATOR of October 27, W. A. Fraser, sover- 
eign commander of the Woodmen of the World 
Life Insurance Association, with headquarters at 
Omaha, has just announced that he has nearly 
completed at Wilmington, Del., the organization 
of a $2,000,000 legal reserve life insurance com- 
pany. The new company will be known as the 
Globe Life Insurance Company, which is to 
have its headquarters in Omaha. Mr. Fraser in- 
tends immediately to push the organization work 
to a conclusion at Omaha on his return, and ex- 
pects to have 2000 agents and field men at work 
within a few weeks. It is expected that the 
company will open with approximately 200 of- 
fice employees. 






Fred F. Frusher Appointed 

Mapison, Wris., November 11—Fred F. 
Frusher, 516 Wisconsin avenue, for 23 years a 
“free lance” representative of the Mutual Life 
Insurance Company of New York, has been 
chosen to take charge of the Madison area and 
build up the company’s organization in Dane 
and Iowa counties, it has been announced. 

Mr. Frusher, who first became identified with 
the Madison office of the company on October 
19, 1904, has held a roving commission under 
which he wrote insurance in all parts of the 
United States and in Canada. 

In 1907 he was assigned to the Mutual’s De- 
troit office and later to the office in Chicago. 
In 1924 he removed his headquarters to Madi- 
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Some Have to Whistle! 


Remember those dark and lonely spots where you kep# 
up your courage by whistling? 


You were alone and scared, but had there been 
a trusted companion with you, this artificial 
stimulant would not have been thought of. 
At best it would have been ineffective in an 


No man worthy the name wishes to leave his 
dependents in the same fix as the lonely boy. 
It won’t be necessary for them to “‘whistle 
to keep up their courage” if adequate life 
insurance is carried by the head of the 


Prudential Ordinary Agencies, located in 
all large cities, invite the attention of 
brokers to this Company’s full line of 
low net cost life policies. 


The Prudential 
Insurance Company of America 
sa EpwarpD D. DuFFIELD, President 
Home Office, Newark, New Jersey 
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T. B. MACAULAY HONORED 


Dinner to Sun Life President Cele- 
brates Fifty Years of Service 








OVER 600 ATTEND AFFAIR 





Presiding Officer Is Hon. J. C. Tory, Lieu- 
tenant-Governor of Nova Scotia 


In honor of T. B. Macaulay, president and 
managing director of the Sun Life Assurance 
Company, of Montreal, Canada, over 600 per- 
sons attended a huge dinner given by the direct- 
ors of the company recently at the Windsor 
Hotel in Montreal. The dinner was in cele- 
bration of the completion of fifty years of ser- 
vice with the company, most of it in an execu- 
tive capacity and during which time it has 
grown from small beginning to a large and 
internationally famous concern. 

The occasion was marked by many addresses 
by men prominent in Canadian public and pri- 
vate life. Several of Mr. Macaulay’s contem- 
poraries in the Canadian Life insurance world 
were among the speakers. Hon. J. C. Tory, 
Lieutenant-Governor of Nova Scotia, a life- 
long friend of Mr. Macaulay, presided. The 
field officers of the company, represented by, 
W. Lyle Reid, of Ottawa, presented the veteran 
president with a grandfather clock. John A. 
Tory, of Toronto, representing the agency 
force, presented him with a record of over $1,- 
500,000, a working day of new business written 
in October in his honor. It was the biggest 
month the company ever had. 

The record of the company’s growth under 
Mr. Macaulay is succinctly put in a paragraph 
from the address of Arthur) B. Wood, vice- 
president and actuary of the Sun Life. He 
said: 

When Mr. Macaulay joined the company in 
1877 as a young man of 17, the head office 
clerical staff consisted of but five members. The 
business in force was less than $3,000,000, and 
the assets less than $300,000. During his fifty 
years of service he has seen the company ex- 
pand, until to-day the staff in our head office 
building numbers nearly 1400 people; the busi- 
ness in force has accumulated to approximately 
$1,500,000,000, and the accumulated funds to 
nearly $400,000,000. 

Those present at the head table with the 
guest of honor were: His Honor James C. 
Tory, Lieutenant-Governor of the Province of 
Nova Scotia, presiding; Sir Arthur Currie, Sir 
Frederick Williams-Taylor, Sir Henry W. 
Thornton, John R. Dougall, C. G. Bancroft, 
FE. A. Macnutt, Hon. Senator Dr. W. L. 
McDougald, Hon. J. L. Perron, Brigadier- 
General C. H. Mitchell, W. M. Birks, G. D. 
Finlayson, Hon. Senator F. L. Beique, A. E. 
Ames, Carl Riordan, Hon. Senator D. O. 
L’Esperance, J. A. Paulhus, Hon. Senator Donat 
Raymond, C. E. Neill, John A. Tory, Hon. 
Rodolphe Lemieux, H. C. Cox, A. B. Wood, 





TO SPEAK AT LIFE PRESIDENTS 
Prime Minister of Quebec Added to Pro- 
gram 
The final program for the twenty-first an- 
nual convention of the Association of Life 
Insurance Presidents, includes an address by 
Hon. Louis A. Taschereau, LL.D., L.LL., prime 
minister of the Province of Quebec, Canada. 
Mr. Tascerean will speak to the subject “The 
Challenge of Canada’s New Ffontiers” Min- 
ister Taschereau is a director of the Metro- 

politan Life Insurance Company. 

No other changes have been made in the pro- 
gram, which, with the addition of the above 
address, remains as outlined in THE SPECTATOR 


of October 27. 


Central Life of Illinois Announcements 
Cuicaco, Itt., November 17.—Three impor- 

tant general agency appointments have been an- 

nounced by the Central Life of Illinois. 

William Horley has resigned as vice-presi- 
dent of the National Reserve Life, which posi- 
tion he held for five years, to manage the West- 
ern Missouri-and Eastern Kansas territory of 
the Central. He will maintain headquarters 
both in Topeka and Kansas City. H. H. Clark, 
a field organizer, will be associated with Mr. 
Horley. 

T. O. Teschendorf, formerly secretary of the 
Agricultural Life, has been appointed manager 
of the Northern Michigan territory. He was 
secretary of the Agricultural for seven years, 
and now will maintain his headquarters in Bay 
City. Thomas Cathey, formerly in the auto- 
mobile business, has been appointed general 
agent in Southeastern Iowa, with headquarters 
in Burlington and Wapello. 


Penn Mutual’s Plans 

(Concluded from page 3) 
agents should strive to bring about a change in 
the public attitude toward the payment of life 
insurance premiums, which should be a pleas- 
ure rather than a burden. “There is a legiti- 
mate thrill,” said Mr. Hart, “in the accom- 
plishment of life’s plans, and if this can be done 
through the payment of life insurance premiums 
it can be a pleasure to the insured to make those 
payments.” He urged the agents to put the 
question of meeting premium payments to their 
prospects in that light. 





Right Hon. C. J. Doherty, Grant Hall, Abner 
Kingman, Sir Edward Kemp, Sir Charles 
Gordon, Senator J. P. B. Casgrain, H. W. K. 
Hale, Sir George Garneau, Hon. A. Galipeaullt, 
G. Laffoley, John W. Ross, Hon. Edward P. 
Dunham, Hon. Senator C. P. Beaubien, Hon. 
Charles Murphy, Robin Adair, Pierre Cas- 
grain, M.P.; Leo. Goldman, J. W. McConnell 
and W. Lyle Reid. 





METROPOLITAN IN 
ENGLAND 


Will Open Office in London Shortly 








TO WRITE GROUP THERE 





President Haley Fiske Says That No 
Ordinary or Industrial Will Be 
Written There at Present 

The Metropolitan Life Insurance Company, 
which since its organization nearly sixty years 
ago has confined its business operations strictly 
to the United States and Canada, is new enter- 
ing England, according to an announcement 
made by President Haley Fiske from the Pa- 
cific Coast Head Office in San Francisco. 

The writing of group insurance on large 
American corporations maintaining manufac- 
turing and sales organizations abroad was the 
impelling factor that led the Metroopolitan to 
take this step at this time, according to Mr. 
Fiske, who has been absent from New York 
since October 20 looking after the company’s 
business on the Pacific Coast. The company has 
registered with the Board of Trade to conduct 
an insurance business in England, and several 
of the officers from New York have been sent 
to London with orders to open an office there. 

“We intend,” Mr. Fiske said, “to write group 
insurance in England not only on American 
firms and firms with American connections, but 
also upon some of the larger British corpora- 
tions, several of which are already familiar with 


_our work and are carrying Metropolitan insur- 


ance on their Canadian employees. 

“We are not entering the British field with 
the idea of competing against British insurance 
companies in the sale of ordinary or industrial 
insurance, but we shall confine our present effort 
to the sale of group insurance exclusively. In 
fact, we had no desire to open up in England, 
but the fact that in covering the employees of 
such firms as the General Motors, General 
Electric, F. W. Woolworth Company, and 
others having English branches we already had 
some ten thousand English lives insured, which 
is likely to be greatly augmented almost imme- 
diately with the closing of pending contracts, 
raised the question as to our duty to do busi- 
ness there, and the simplest way of settling it 
seemed to be to register for business. Nego- 
tiations with this end in view have been in pro- 
gress for several months.” 


Heads Pacific Coast Department of Mu- 
tual Trust Life 

Cuicaco, Int., November 17.—C. W. Noble, 
formerly a field supervisor for the Mutual 
Trust Life of Chicago, has been promoted to 
head the Pacific Coast Department of the com- 
pany, with headquarters in Seattle. He suc- 
ceeds John Granquist, who resigned. 
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NYLIC INCENTIVES 
and 
AIDS TO SUCCESS 


The Bulletin 


MONDAY MORNING! 


For over 35 years, Monday has been 
Bulletin Day among Nylic Agents every- 
where, the mailing of the Bulletin being 
timed to reach every agent from Maine 
to California, from Canada to the Gulf 
of Mexico, on Monday morning. 


A punctual start for the week means 

so much! A fresh, constructive idea, 
or an old one in a new dress, helps to 
begin Monday’s work promptly, and to 
carry on through another six-days with 
energy and enthusiasm. 


Every Monday morning Nylic Home 

Office renews its contact with the 
agent through the Bulletin, which carries 
some helpful message derived from prac- 
tical experience, forcefully and attrac- 
tively expressed: 


A Word of Inspiration. 

A Plan of Systematic Work. 

A Sound Life Insurance Thought. 

A Story of Life Insurance Service. 

An Effective, Usable Sales Suggestion. 

A Record of Some Fellow-Agent’s Success. 


The cumulative effect of these week- 

ly Messages from Nylic Officers, 
who “talk the same language’”’ as the 
agent, is stimulating to the individual 
and to the collective body of agents. 


The Bulletin has become an institu- 

tion. Life-insurance-wise it is, for 
Nylic men, what his daily paper is to the 
business man: he ‘‘couldn’t begin the day 
right without it.” 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 





New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 


NEW YORK LIFE INSURANCE CO. 
346 Broadway, New York 
Darwin P. Kingsley, President 
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EUREKA MARYLAND 
PRESIDENT 


J. N. Warfield Comes from Line of 
Insurance Men 








DIRECTOR IN NUMBER OF COMPANIES 





Other Officers Elected By Baltimore Com- 
pany—Career of A. V. Weaver 
Joshua N. Warfield, the new president of the 


Eureka-Maryland Assurance Corporation, is 
a man of wide financial and insurance experi- 
ence. As secretary and treasurer of the Eureka 
Maryland for the past five years, Mr. Warfield 
has taken a very active part in the formation 
of its policies and the direction and management 
of its activities. His close association with the 
late J. C. Maginnis, the former president, who 
was recognized by the insurance world as an 
authority on all matters pertaining to insurance 
and as one of the most successful insurance men 





J. N. WarFIELD 


of his day, gave Mr. Warfield a splendid op- 
portunity for observing and studying the suc- 
cessful progress of the company. 

Mr. Warfield is one of a long line of suc- 
cessful insurance and financial men. In 1890 his 
uncle, the late Governor Edwin Warfield, or- 
ganized a company in Baltimore, introducing 
the surety business in the South. The present 
Mr. Warfield is a director of the following cor- 
porations: the Real Estate Trust Company, the 
Patapsco National Bank and the Daily Record 
Company. Until recently, with his other ac- 
tivities, he was extensively engaged in the 
canning business. His desire to devote most 
of his time to insurance and finance and his 
acceptance of the presidency of the Eureka 
Maryland assure the company a future as suc- 
cessful as its past. 

Besides the election of the president, the fol- 
lowing officers were elected: Jacob S. New, 
second vice-president; A. W. Mears, secretary, 
and A. V. Weaver, treasurer. 

Mr. New has been counsel for the company 
for some time and continues in this office along 
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with his position as second vice-president. Mr. 
Mears’ connection with the company has been 


as a director. He is also a director and treas- 
urer of the Real Estate Trust Company and is 
connected with the White Company. He was 
formerly president of the Chamber of Com- 
merce. 

Mr. Weaver is by no means new to the cor- 
poration or the field, having been appointed as- 
sistant treasurer in 1919 and assistant secretary 
in 1920, which position he filled until his recent 
election as treasurer and assistant secretary. 

Mr. Weaver began his career as an accountant 
in the mercantile and manufacturing business, 
and after a number of years he took up life in- 
syrance accounting. In 1908 he was cashier for 
the Reading Mutual Life Company and when 
this company was reinsured by the Home Life 
of Philadelphia he was made secretary and 
treasurer. After the merger he was made 
cashier and office manager of the monthly re- 
newal department, inaugurating their ordinary 
renewal and statistical department. In 1916 he 
resigned to look after private interests. 


During the three year interval between 1916 
and 1919 he specialized in statistical and ac- 
tuarial work and qualified as an expert insur- 
ance witness in several large insurance cases. 
He is thoroughly qualified to fill his new posi- 
tion creditably and efficiently and while he has 
never had any field experience, his home office 
relationship with the field organization has been 
of the most pleasant nature and he has the good 
wishes of the field for his success. 


Special Committees of American Life Con- 
vention Meet 

Curicaco, Int., November 16.—Preliminary 
plans for organizing the new agency and office 
management sections of the American Life Con- 
vention which were authorized at the recent 
convention in Dallas were laid here last Satur- 
day at a meeting of the special committee. 
Those attending were: O. J. Arnold, president 
of the Convention and of the Northwestern Na- 
tional Life; Clarence L. Ayres, president of the 
American Life, Detroit, member of the execu- 
tive committee, and Claris Adams, general coun- 
sel. 

No details of the discussion were announced 
as it was explained that the work of the sub- 
committee is subject to the action of the execu- 
tive committee which meets in New York the 
first week in December. 


Joins Life Department of Fred S. James 


Cuicaco, Itt., November 17—E. B. Gil- 
christ, effective December 1, will resign his 
post as general agent in Chicago for the Co- 
lumbian National Life Insurance Company to 
become associate manager of the life depart- 
ment of Fred S. James and Company. He will 
be associated with John J. Spear in the new 
department. Mr. Gilchrist has been active 
in the life insurance business for many years, 
having been a branch manager for the Travel- 
ers prior to joining the Columbian National. 
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HEADS MISSOURI STATE 





Hillsman Taylor in Charge of Des- 
tinies of St. Louis Company 





M. E. SINGLETON RESIGNS 





Former President Also Retires from 
Directorate—Son Out Too—James J. 
Parks Promoted to Vice=-Presidency 

Sr. Louis, Mo., November 12.—Hillsman 
Taylor has succeeded Marvin E. Singleton as 
the executive head of the Missouri State Life 
Insurance Company of St. Louis, Mo., accord- 
ing to an official announcement by the home 
office of the company made on November 11. 

The resignation uf Mr. Singleton as presi- 
dent of the company was tendered to the board 
of directors of the company on Wednesday, 
November 9, and late the following day Mr. 
Taylor was chosen to take over the executive 
duties of the company. Mr. Singleton also re- 
signed from the board of directors, while his 
son, E. C. Singleton, has resigned as vice-presi- 
dent, effective on December 1. 

While Mr. Taylor becomes its executive head 
immediately the corapany will not formally 
elect a new president until the annual meeting 
of the board of directors to be held next Janu- 
ary. It is probable that Mr. Taylor will be 
elected president at the January meeting. 

When Mr. Singleton and other prominent St. 
Louisians sold control of the Missouri State 
Life Insurance Company to Rogers Caldwell, 
& Company, Nashville, Tenn., in February, 
1926, the president of the company was allowed 
a special bonus on his stock holdings in con- 
sideration for his continuing with the company 
until the new owners could find a new execu- 
tive head. 

Caldwell & Company made final payment on 
the St. Louis stock in February, 1927, a month 
after Mr. Singleton had been re-elected presi- 
dent of the company. 

When they originally purchased control of 
the Missouri State Life Insurance Company the 
Caldwell interests gave serious thought to go- 
ing outside their own organization for a man 
to succeed Mr. Singleton as president. 

However, the development of Mr. Taylor 
as an insurance executive has been little short 
of extraordinary, and insurance men who have 
watched his brief career with the Missouri 
State Life Insurance Company long ago decided 
that he was the logical man to take over the 
president’s duties. In fact during the past year 
he assumed much of the work formerly handled 
by the president. 

Before coming to St. Louis, Mr. Taylor had 
a distinguished career in law and politics in 
Tennessee. He was the general counsel for the 
Cotton States Life Insurance Company of 
Nashville, which is also controlled by Cald- 
well & Company, and for many years had 
been associated with Rogers Caldwell in his in- 
vestment business. An excellent photograph of 
Mr. Taylor appears as an insert of this issue. 

A graduate of Vanderbilt University, he be- 
gan the practice of law at the age of 21 years 
and three years later was Speaker of the Ten- 





He was ap- 
State by 


nessee House of Representatives. 
pointed attorney-general for the 
former Governor Rye of Tennessee. 


In 1917 he joined Caldwell & Company and 
was largely instrumental in bringing about the 
deal for the Missouri State Life Insurance Com- 
pany and also for the purchase of Cotton States 
Life, the North American National and the 
Inter-Southern Insurance Company of. Louis- 
ville and a large block of stock in the South- 
ern Surety Company. 


Mr. Singleton and his family received ap- 
proximately $8,600,000 for their Missouri State 
Life stock, it is said. 


Shortly after Caldwell & Company secured 
control of the Missouri State Life, Mr. Taylor 
was named vice-president of the company and 
has in a measure directed its affairs since that 
time, although Mr. Singleton was the nominal 
head of the company. 

During Mr. Taylor’s connection with the 
Missouri State Life it has increased its assets 
from $61,000,000 to $80,000,000 and insurance 
in force from $587,000,000 to $750,000,000. 


The group insurance and the health and ac- 
cident departments have also been greatly devel- 
oped during the past eighteen months and 1927 
to date has been the best year in their history. 

The new business paid for in the life depart- 
ment in 1926 totaled $179,000,000, compared 
with $137,000,000 the year before, while 
in the first ten months of 1927 the company 
experienced a gain of 31 per cent over 1926 
in new business written. 

Mr. Singleton was elected president of the 
Missouri State Life on March 11, 1919, and 
during the first seven years of his administra- 
tion the company increased its assets from $19,- 
000,000 to $61,000,000 and its insurance in force 
from $180,000,000 to $587,000,000. 

Caldwell & Company are said to have paid 
$14,000,000 to the St. Louisians for the stock 
in the Missouri State Life Insurance Com- 
pany, purchased in February, 1926. 

James J. Parks, who has been fourth vice- 
president of the company, has been elected a 
vice-president. He continues to perform the 
same duties as formerly. 


MAY BROADEN INVESTMENT LAWS 
New York Department Considering Matter 

The New York Insurance Department is giv- 
ing consideration to the matter of recommenda- 
tion legislation which would broaden the field 
of investment for life insurance companies. The 
reserves of the life insurance companies are be- 
coming so large that a diversity of investments 
that has been hitherto possible is now being 
talked of as perhaps very desirable. Confer- 
ences on the subject have been held at the de- 
partment offices. 

The present idea is that a better interest yield 
might result if the companies were allowed to 
invest in preferred stocks of certain classes 
of financially strong corporations, such as rail- 
roads, industrials and public utilities. No con- 
clusions have as yet been arrived at. 
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HONOR DEPARTMENTS’ 
HEADS 





Group Association Dines James A. 
Beha and Nelson B. Hadley 





JAMES D. CRAIG NEW CHAIRMAN 





Second Annual Meeting of Organization 
Finds Business Well Stabilized 


The Group Association, consisting of com- 
panies transacting group insurance, held its 
second annual meeting on Tuesday of this 
week. The meeting was followed by a dinner 
at the Manhattan Club at which James A. Beha, 
superintendent of insurance of New York, and 
Nelson B. Hadley, chief examiner for life 
companies of the New York department, were 
guests of honor. Mr. Beha and Mr. Hadley 
have had a great deal to do with the stabiliza- 
tion of group business, securing an amendment 
to the New York insurance law, and suggesting 
the formation of an association. 

James D. Craig, actuary of the Metropolitan 
Life Insurance Company, was made chairman of 
the association, succeeding W. J. Graham, vice- 
president of the Equitable Life Assurance 
Society, who was the first chairman. Henry S. 
Beers, associate actuary of the Aetna Life 
Insurance Company, was elected secretary. 
Benedict D. Flynn, secretary of the Travelers 
Insurance Company, was elected_chairman of 
the accident and sickness division. The Mutual 
Life of Canada, and The Union Labor Life, 
of Washington, were elected to membership. A 
few minor recommendations with regard to 
group accident and sickness insurance were 
tentatively adopted. 

Speakers included W. A. P. Wood, of the 
Canada Life, Mr. Gluck, of the John Hancock 
Mutual, William Brosmith, vice-president of 
The Travelers, Victor Barry, third vice-presi- 
dent of the Metropolitan, and J. D. Craig, 
actuary of the Metropolitan. All spoke appre- 
ciatively of the help given by Mr. Beha and 
Mr. Hadley in stabilizing the group insurance 
business. In responding Mr. Hadley pointed out 
that the department was always glad to do any- 
thing to build up to the insurance business. Mr. 
Beha, in his turn, gave credit for most of the 
accomplishments to the cooperative spirit of 
the companies. 


R. C. Anderson and Ralph Sanborn Resign 


Announcement has been made of the resigna- 
tion of R. C. Anderson, general agent in New 
York city of the State Mutual Life Insurance 
Company, of Worcester, Mass. Mr. Anderson 
is the son of C. W. Anderson, who established 
a general agency here in 1872. The agency has 
long been known as C. W. Anderson & Son, 
although R. C. Anderson has been the active 
member for some years. 

Ralph Sanborn, who became a partner in the 
agency in 1926, has also resigned. Both resig- 
nations are effective December 31, 1927. No 
future plans have been announced by either Mr. 
Anderson or Mr. Sanborn. 
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Success... 
built on service 
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I/HEER service to its representatives and _policy- 





holders explains the phenomenal growth of the 




















272) Missouri State Life Insurance Company. In 35 
years this Company has become a nation-wide institution, 
ranking among the leading life insurance companies of 
America. From a little over one hundred million dollars 
of insurance in force eleven years ago the Company today is 
very near the Three Quarter Billion Mark. Its business has 
more than doubled in the past five years. 


This Company writes all forms of Life, Accident and 
Health, and Group Insurance. Its policies are broad in 
coverage, free from restrictions, and its rates are the minimum 


for the utmost in protection. | 











Men of high character and ability are offered a real future 
with this Company. 











MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President Home Office, Saint Louis 






Lite Accident Health Group 
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EXHIBIT OF THE CHANGE IN SURPLUS OF LIFE INSURANCE COMPANIES FOR THE YEAR ENDING DECEMBER 31, 1926 
—INDUSTRIAL BUSINESS 


The following table is taken from the Gain and Loss Exhibit contained in the Convention Blank Form of Annual Statement, life Edition, required by thé various State Insurance Departments. 
presents the changes in surplplus occasioned by industrial insurance only. Tables showing changes i oe surplus from Group Insurance, Annuities, Disability and Accidental Death Benefits will be given in sttbsequent 


Companies having $100,000,000 of insurance outstanding at the end of 1926 only are presen’ 


The table 








ues. 
- RATIOS 
Excess of in- Death 
yo over i = 
burse- xpense vi- 
ments plus’ (exelud- dend to 
Dividends Other da uding increase in ing in- licy- 
to Policy- Payments investment Total non-ledger Increase Increase vestment holders 
Name and Location of Co. Total Death holders to expenses Taxes Dis- and non-ad- in _ expense and other 
Premiums Income Claims Poliey- and bursements mitted assets Liability Surplus and taxes payments 
holders taxes) to = 
pre- - 
miums olders 
to pre- 
$ 3 3 $ $ $ 3 3 $ $ $ % % mium% 
American Nat’l, Galveston... 6,321,329 6,325,934 1,267,159 2,053 300,622 3,638,795 60,017 5,269,847 1,067,155 1,590,986 —523,831 16.9 57.6 24.8 
John Hancock Mut., Boston. 39,186,041 46,726,887 10,780,189 2,546,991 4,650,752 14,199,078 591,826 32,912,333 14,231,082 13,084,498 1,146,584 36.3 36.2 45.9 
Life Ins. Co. of Va., Richmond 7,672,890 d 1,798,512 2,070 735,7' d d d d d d pee aaa 33.0 
Metropolitan Life, New York 241,830,399 286,593,299 46,003,942 15,837,547 26,119,803 69,915,093 4,387,976 6173,187, = 115,056,043 107, pe, 282 rf . 761 47.6 28.9 36.4 
Mutual Life, Baltimore... .. . 3,583,141 3,885,685 ree 176,556 2,295,949 65,904 3,047,974 886,344 646 2/698 24.7 64.1 18.6 
Nat’l Life & Acc., Nashville. . 5,025,430 5,458,639 1,528,566 TEP 1,15. 2,386,948 110, 409 4,035,368 1,483,806 1, on 375 192 431 29.5 47.5 30.4 
Prudential, Newark ees 230,340,212 268,484,8 40,507,553 31,702,899 17,680,342 56,679,661 3,392,836 150,497,020 118,448,885 115; 004, 923 3,443, 962 51.4 24.6 39.0 
Public Savings, Indianapolis. 2,719,234 2,885,129 if) ae 89,184 1,728,157 20,662 2,377,137 515, 413, 330 101,774 19.0 63.5 22.1 
West. & South., Cincinnati.. 13,679,215 16,095,756 2,853,271  ...... 770,609 5,642,693 290,065 10,087,092 6,201,258 4, 742, 147 1,459,111 45.3 41.2 26.5 
Totals (9) Companies... 550,357,891 {642,129,097 105,741,227 50,091,560 50,524,781 156,486,374 8,919,695 381,414,112 257,890,177 244,743,687 13,146,490 47.5 28.8 37.5 


d Unavailable. 6 Includes $10,705,334 welfare work ex; 


statistics are unavailable. 


* Does not include the Life and Casualty Insurance Company of Tennessee, Nashville, which has $100,000,000 of insuratice in force, but whose 
+ Where total income is aie for companies shown herewith, premiums are included. 








Insurability, Prognosis and Selection 


The latest and most complete book relating 
to medical and personal phases of life insurance 
is from The Spectator Company, New York, 
and by Dr. H. W. Dingman, vice-president of 
the Continental Assurance Company and Med- 
ical director of the Continental Casualty and 
Assurance Companies. It bears the title “In- 
surability, Prognosis and Selection.” As stated 
in the title it is “A treatise on various factors 
that permit a forecast of health and longevity 
of risk for insurance appraisal of claim for in- 
demnity,” whether life, health or accident. 


Perhaps the introductory paragraphs in the 
preface give a clearer conception of the immense 
undertaking of the writer than can be expressed 
in the limits of a brief review: 

“Study personal insurability and you study 
human life values. You determine present 
health, and future. You estimate what length 
of life may be expected. You assess earning 
power, past, present and prospective. You ap- 
praise human life. 

“Foresee the future we may not, but forecast 
it we can, with considerable accuracy as the in- 
surance profession has shown. 

“Conservation of life becomes possible when 
we know what factors affect it, and how. Every 
individual is intently concerned. Every physi- 
cian. Every public health student. Every se- 
lector of risks for insurance. The nation itself 
is concerned, for what can be more vital in 
national life than the physical and mental vigor 
of its people?” 

It is an elaborate volume of some 700 pages 
and every page shows the closest study of the 
problems discussed, and each chapter is filled 
with sound practical advice to all that large 
class of physicians directly interested in apprais- 
ing human life, whether concerned with life in- 
surance or in the perpetuation of the health of 
their patients through proper diagnosis. 

Its vast store of information appears to be 
almost unlimited. It is the last word upon in- 
surability and personal health conservation. The 
Style is fascinating and the reader is tempted 
to forget other things in the desire to learn 
what will next be presented on its pages. It is 
not a book to be read laboriously and laid aside, 
as most texts are, but one to be picked up at 
leisure moments and read over and over again, 
both for instruction and entertainment. 

Dr. Dingman and The Spectator Company 
are to be congratulated for giving to the insur- 
ance world and the medical fraternity such a 
complete presentation of so all-important a sub- 
ject—Medical Insurance. 


Form Advisory Council 

The Equitable Trust Company of New York 
has formed an advisory council of leading life 
underwriters of New York city which will form 
a point of contact between the insurance trust 
department of the Equitable and the life under- 
writers of the city and their clients, enabling 
the bank to offer a unique service. The council 
will consist of not less than ten nor more than 
seventeen underwriters, with four vice-presi- 
dents and the insurance trust officer of the bank. 
Organization was perfected at a meeting at the 
Bankers Club at which President A. W. Loosby 
and Edward M. McMahon, insurance trust of- 
ficer of the Equitable, were present. 

The council elected the following officers for 
the coming year: Chairman Graham C. Wells; 
vice-chairman, John C. McNamara; secretary, 
E. M. McMahon. The personnel of the coun- 
cil comprises the following: Dr. Charles 
Albright, William F. Atkinson, Louis Bloom, 
W. R. Collins, Harry L. Gray, Benjamin Hyde, 
R. H. Keffer, Charles B. Knight, John C. 
McNamara, Lawrence Priddy, Harry Morrow, 
Leon Gilbert Simon, Harold Taylor and Gra- 
ham C. Wells. 


Indianapolis Life’s 22 Years of Progress 

The Indianapolis Life Insurance Company 
will close its twenty-second year with approxi- 
mately $77,000,000 of insurance in force, the 
gain in 1927 being about $13,000,000. Its pyra- 
mid showing yearly progress indicates an in- 
crease of $50,000,000 since 1920. Frank P. 
Manly is president of this steadily growing in- 
stitution. 


Assessment Company on Stock Basis 

The Associated Insurance Company of Cali- 
fornia of Los Angeles has been converted to 
a stock legal reserve life insurance company 
under the name of the Associated Life Insur- 
ance Company of California. It has been cap- 
italized at $250,000 and has a surplus of $50,- 
000. It will issue life, accident and health in- 
surance. Andrew Silvers is president of the 
company. 





ao 


Union Trust Company, Detroit 

The Union Trust Company, of Detroit, Mich., 
has celebrated its thirty-sixth birthday by is- 
suing a handsome brochure in which it presents 
pictures of its beautiful building and of its 
officers, and officers of its affiliated companies, 
and describes the ways in which the companies 
serve the public. Among the portraits is that 
of Homer Guck, director of public relations, 
who is well known in insurance circles, having 
been for many years assistant to the president 
of the Detroit Life Insurance Company. Mr. 
Guck retains his interest in insurance matters, 
and recently addressed the Battle Creek Under- 
writers Association on the subject of adver- 
tising. 

The Union Trust Company has specialized 
in the handling of insurance trusts, and is re- 
ported to have in the neighborhood of $100,- 
000,000 of such business on its books. The 
company was a pioneer in writing this class of 
business in the West, and John A. Reynolds, 
assistant vice-president of the Union Trust 
Company, recently delivered an address before 
the annual convention of general agents of the 
Northwestern Mutual Life at Milwaukee, his 
topics being Progressive Life Insurance Trust 
Service, excerpts from which have been printed 
in pamphlet form. 


Mountain States Production in Vernon 
Month 

October was not only the seventh anniversary 
of the organization of the Mountain States 
Life Insurance Company, of Hollywood, Calif., 
but was al8o the birth month of President Wil- 
liam L. Vernon, who organized the company. 
October was therefore designated as Vernon 
month in honor of the president, and the agency 
force responded by producing $1,381,500 of new 
business in that month—the largest production 
in any month in the history of the company. 


Benjamin Winter, one of New York’s fore- 
most real estate operators, has just taken out 
$750,000 additional life insurance which in- 
creases his total to over $3,100,000. The New 
York Life has over $1,000,000 of this. 
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Insurance Man 


A hot bit of competition snowed out 


Tom Reilly plodded down Branchton’s main street 
damning the November snow—and thrice-damning yes- 
terday’s accident that had laid up his car. A limousine 
swept up to the curb. A door opened and the heavy, 
white moustached visage of Simon Beggsworth emerged. 
‘Going my way, Thomas? Better ride along.”’ 

Tom leaped in, and his hopes leaped with him. ‘‘May- 
be he'll give me his say-so about the insurance on the 
new plant-addition."’ No higher tribute could have been 
paid to Tom’s ability as an insurance man than the fact 
that for eight years he had written every dollar’s worth 
of insurance on the Beggsworth Mills. But to date, the 
formidable owner of the business had given him no satis- 
faction as to the policies on the new million dollar 
buildings. 

‘I want to stop at the plant and see if the contractors 
have a watchman on the job. It doesn’t pay to leave a 
half-finished building unguarded,’’ was the only remark 
vouchsafed by the mill owner during the ride. 

Soon after they reached the sprawling skeleton of 
structural steel, they found the watchman—and another 
man. It was Hathaway, the architect of the building, 
who had come from Center City to look over the job 
when he wouldn’t be bothered by a lot of workmen. 
His manifest abilities had made even Simon Beggsworth 
warm to him. The two discussed structural details for a 
few moments. Then the tone of Hathaway's voice 
changed. 

‘Mr. Beggsworth,”’ he said, ‘‘I’ve wondered what 
you're going to do about the insurance on this building. 
There’s a house in Center City that I'm sure can give you 
service such as no small town office can render.’” The 
Beggsworth features froze into an expression colder than 
the weather. 

‘‘Hathaway,"” he snapped, “‘if a ‘small town ‘office, as 


you call it, showed me I could cut my insurance expense 
on my old buildings by 40%, and volunteered to put me 
in a position to get that saving, you would call that 
service—wouldn’t you?” 

“Oh yes, yes indeed,’’ Hathaway hurriedly assented. 


‘*Well that’s the service I got from Mr. Reilly here,” 
declared Mr. Beggsworth with a suspicion of a grim 
smile as Hathaway reddened. ‘‘Soon pe I let him have 
a share of our business, he told me automatic sprinkler 
equipment would reduce my premium rate 40%. But I 
said I wouldn’t invest the money they would cost in non- 
productive equipment. 

‘“‘Then he came back with a proposition that let me pay 
for the sprinklers in annual payments amounting to the 
annual reduction in premiums. He showed me an open 
letter Roger W. Babson wrote—analyzing and endorsing 
the whole idea. I signed up—right away. And I got 
a good sprinkler system. Grinnell Company handled, 
installed, and financed it. 

‘So, Hathaway, that is why Reilly is going to write 
the policies on the new building. I like to do business 
with a man who is smart enough to safeguard his posi- 
tion in the future by reducing his earnings for the 
present.”’ 

* * * * 

Let an agent or broker make himself absolutely solid 
with his present clients and every dollar of additional 
insurance they buy is his, hands down. Advising the 
purchase of sprinklers out of savings in premiums makes 
you solid—makes your lines competition-proof. Read 
how it has worked for other agents and brokers. Send 
for the free booklet, ““The Local Agent and Automatic 
Sprinklers,’’ and Roger W. Babson’s open letter. Send 


the coupon to Grinnell Company, Inc., 256 West Ex-- 


change Street, Providence, R. I. 


GRINNELL 


AUTOMATIC SPRINKLER SYSTEM 





I2 






|| 2 


Brir 


At 
holde 
of N 
on a 
stock 
000,0 
000,0 
incid 
prese 
share 
of $1 
vemb 
the c 

Er 
recto: 
holde 


In 
advis: 
comp: 
trans: 
tal ar 
holde 
divide 

Th 
there! 
stock] 
by th 
capita 
$10,06 
$5,000 
comps 
count 
Decen 
the cc 
distrit 

In 1 
furthe 
of cay 
and a 
ance, 1 
stock 
the pa 
the pe 
the in 
in the 

By ; 
stock 

greate 
tained, 
the we 
agents 
to par 
which 
produc 
Sirable 
In t! 
change 
become 
board 
will be 
000,000 


value ( 































































ay 


November 17, 1927 





THe’ SreCrATroue 




















FIRE INSURANCE 








TO DECLARE STOCK . 
DIVIDEND 





Continental Insurance Company Calls 
Meeting December 1 





$5,000,000 TRANSFER PLANNED 





Brings Total Capitalization Up to $15,- 
000,000—Par Value of Shares to 
Be Reduced 
Announcement has been made that the stock- 
holders of the Continental Insurance Conipany 
of New York will meet on December 1 to vote 
on a proposal of the directors that the capital 
stock of the company be increased from $10,- 
000,000 to $15,000,000 by the transfer of $5,- 
000,000 from surplus to capital account. Co- 
incidentally a second proposal is made that the 
present 400,000 shares of a par value of $25 per 
share, be changed to $1,500,000 of a par value 
of $10 per share. Stockholders of record, No- 
vember 25, will vote. The transfer books of 

the company will not be closed. 

Ernest Sturm, chairman of the board of di- 
rectors of the Continental, writing to the stock- 
holders last week, said: 


In the opinion of the board of directors it is 
advisable to increase the capital stock of this 
company from $10,000000 to $15,000,000 and to 
transfer such sum from surplus account to capi- 
tal and to distribute the same among the stock- 
holders of the company in the form of a stock 
dividend. 

The board of directors of this company has 
therefore determined (subject to action of the 
stockholders as required by law and approval 
by the Superintendent of Insurance) that the 
capital of this company shall be increased from 
$10,000,000 to $15,000,000 and that the sum of 
$5,000,000 be transferred on the books of the 
company from surplus account to capital ac- 
count and distributed as a steck dividend on 
December 30, 1927, among the stockholders of 
the company of record December 12, 1927, such 
distribution to be made pro rata. 

In the opinion of the board of directors it is 
further advisable, in the event of the increase 
of capital as just stated, by the stockholders, 
and approval by the Superintendent of Insur- 
ance, to increase the number of shares of capital 
stock of this company from 600,000 shares of 
the par value of $25 each to 1,500,000 shares of 
the par value of $10 each, the distribution of 
the increase of capital from surplus to be made 
in the new stock of the par value of $10. 

By increasing the number of shares of capital 
stock and reducing the par value to $10 a 
greater distribution of the same will be ob- 
tained, interesting many more stockholders in 
the welfare of our company. It will give our 
agents an opportunity, through stock ownership, 
to particpate to a greater extent in the profits 
which they by their efforts are helping us -to 
Produce, resulting in a greater volume of de- 
sirable business. 

In the event that this increase in capital and 
change of par value of stock is so approved and 

comes effective, it is the expectation of the 
ard of directors that a semi-annual dividend 
will be paid on the increased capital of $15,- 

000 at the rate of 20 per cent of the par 
value of the stock, or $2 per share per annum. 


INCREASES CAPITAL 
Universal Auto Adds $400,000 at Twice 
Par 

The Universal Automobile Insurance Com- 
pany of Dallas, Tex., will increase its capital 
from $300,000 to $700,000 as a result of a meet- 
ing of the stockholders held recently. The new 
stock will be sold at twice par, thus adding 
$400,000 to the surplus account. The par value 
of the stock will be changed from $100 to $10 
per share. Much of the new stock was sub- 
scribed for at the meeting. 

The Universal Auto is closely affiliated with 
the Trinity Fire of Dallas. It has done an ex- 
cellent business and President E. T. Harrison 
has announced that it is now entered in Texas, 
Oklahoma, Arkansas and California, having 
400 local agents. It will probably extend its 
operations when the new capital is paid in. 


Virginia Field Club Elects 

RicHMonp, Va., November 14.—D. L. Coul- 
bourn was named president of the Fire Insur- 
ance Field Club of Virginia at its annual meet- 
ing in Washington, D. C., last week. Other 
officers include: T. H. DeGraffenreid, vice- 
president, and Aubrey L. Owen, secretary-treas- 
urer (re-elected). 

Speakers included Paul B. Hulfish, assistant 
manager of the Southeastern Underwriters As- 
sociation, of Atlanta, Ga.; F. R. Morgaridge, 
of the National Board of Fire Underwriters, of 
New York; H. P. Smith, manager of the Fac- 
tory Insurance Association, and Godfrey Ches- 
hire, of the North Carolina Field Mens Con- 
ference. 

A joint banquet with the Blue Goose was 
held at the Continental- Hotel following the 
meeting. 


National Union Increases Capital 

The National Union Fire Insurance Com- 
pany of Pittsburgh has increased its capital 
from $3,500,000 to $4,000,000 by sale of $500,- 
000 of new stock. The stock was sold at twice 
par, thus adding an equal sum to the surplus 
of the company. The stock was paid for as 
of November 10. 


Travelers Agreement Scored 
(Concluded from page 3) 

Insofar as an observer could determine the 
delegates at New Orleans were almost unani- 
mous that the non-policy writing agent should 
receive the local brokerage commission in the 
territory in which he operates. In fact a reso- 
lution to that effect was drawn up but never 
actually voted upon, since the executive com- 
mittee statement was substituted. The resolu- 
tion, however, seemed to express. the sense of 
the meeting, and was expected to be passed had 
it been brought to a vote. 
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CONSOLIDATED 
ASSURANCE REPORT 





James A. Beha Gives Figures on 
Liquidation of U. S. Branch 





COMPLETE SOLVENCY SHOWN 





Assignments Abroad Disallowed—Ohio 
Situation Discussed 


James A. Beha, Superintendent of Insurance 
of New York, has submitted a report on the 
liquidation of the United States branch of the 
Consolidated Assurance Company, of London, 
England. ‘ The report was filed last week with 
William T. Collins, New York County clerk, 
by Clarence C. Fowler, attorney for the Super- 
intendent, who is in charge of ‘the liquidation 
department. The report showed that the 
liquidation had been accomplished with a re- 
markably low expense. 

The report shows the United States branch 
to be solvent; the total assets amount to $293,- 
193, of which $100,000 is on deposit with the 
Superintendent of Insurance of Ohio. Total 
claims filed with the New York liquidator 
amount to $346,618. Of these, local debts of 
the first class amount to $2230, which have been 
allowed by the New York liquidator and rec- 
ommended for payment in full with interest. 
Local claims of the first class amounting to 
$137 are disallowed. 

Claims of the second class, being those held 
by United States citizens who dealt with the 
Consolidated Company in England and other 
foreign countries, amount to $28,082, and 
claims of the third class, being claims arising 
in foreign countries, amount to $36,192. Sec- 
ond and third class claims are disallowed by the 
New York liquidator under a decision of the 
Court of Appeals holding that such claims can- 
not be paid by the New York liquidator. 

When the affairs of the United States branch 
were placed in the liquidator’s possession for 
liquidation on October 1, 1926, until October 20, 
1927, the expenses of liquidation have 
amounted to only $1403, which is .0072 per cent 
of the assets in possession of the New York 
Superintendent, and only .0047 per cent of the 
assets of the United States branch. During the 
same period the income on the assets received 
by the liquidator has been $12,092. 

In addition to the claims of the second and 
third classes, assignments of the surplus funds 
to the extent of $279,975 have been filed with 

the New York liquidator. It is the surplus 
funds and the assignments thereof that cast 
upon the Insurance Department of this State 
the burden of solving international questions 
of law in order properly to dispose of the sur- 
plus. 


IMPORTANT Pornts CovERED 
Two important points came up in connection 
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ASSURANCE COMPANY, LTD. 
of London 
150 William St., New York 


INDEMNITY COMPANY. 
150 William Street, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commo- 

tion, Public te geet Workmen’s Compensation, Burglary & 
Theft, Accident & Health, Plate Glass. 





Good territory available in Texas and 
Oklahoma to Agents who can qualify as 
to character. 


SOUTHERN UNION 
Life Insurance Co. 


of 
| Fort Worth, Texas 
yAS. L. MISTROT, Pres. 


TOM POYNOR, V.-Pres. 
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THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY 4 BURGLARY 
ACCIDENT CS ge CREDIT 
HEALTH FRE AS. BOILER 
AUTOMOBILE ame ORY we) LANDLORDS 


TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 


ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT CO., LTD. 
HEAD OFFICE, 55 FIFTH AVE., NEW YORK 
C. M. Berger, United States Manager 
E. W. Lang, Resident Manager, 90 Maiden Lane, New York 


eine mmemtaaatanier* Ban agen a COMPANY 
F SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICB” 
U. S. Head Office: 
555 Asylum Street Hartford, Conn. 
R. C. Serr rornEn. | U. S. Manager 
ROBT. R. CLARK, Asst. U. S. Manager. 


Equitable Life and Casualty Insurance Company 


OFFERS: The public the greatest value on the market including, Life time 
benefits—dividends—non-prorating and non-cancellable features—Backed 
by a second to none claim paying reputation. 

To real producers, high first commissions, substantial renewals and bonus. 
Exceptional opportunity for district mnagaesr now in Illinois, Kentucky 
California and Colorado. 


360 North ‘Michigan Ave., Chicago, Illinois 


Great American 
Insurance Company 


sz New Dork az 


INCORPORATED - 1872 


STATEM * — 1.1927 


$12. 500. 000.00 


FOR ALL’ OTHER LIABILITIES 


23.11 0,445. 67 


T SURP 


17.628,1 1 38.96 
53.238,584.63 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$30, 128,138.96 


LOSSES PAID POLICY HOLDERS 


$185,174,967.15 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, Il. 
Cc. R, STREET, Vice-President 
PACIFIG DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD GONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANGISCO—Georége L. West, Manager, 233 Sansome Street 
CHICAGO—Ww. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 




















THE PURITAN LIFE 


of PROVIDENCE, R. I. 


Operates in just two states, Rhode Island and Con- 
necticut. Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No 
double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s 
practice makes new benefits retroactive for old policy- 
holders so far as possible. Agents contracts upon 
salary basis direct with company. 











We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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a with the liquidation. The home office made WOULD INTERCHANGE INFORMATION _ reductions of losses from fires on farms; new 
certain assignments of the surplus of the United Chicago Automobile Underwriters Discuss regulations on standpipe and hose systems; con- 
States branch and attempts were made to have Plan sideration of fire aati and flammable liquids, 
them recognized here. In this connection the Cuicaco, Itt., November 14.—A plan for in- and revision of regulations on acetylene equip- 
report says: terchange of information on rejections and can- ment; consideration of precautions for handling 
If the assignments were recognized here there cellations of automobile policies to aid in deter- hazardous chemicals and explosives, and the 
would be no surplus left to go to the liquidator mining moral hazard is being developed by the paint spraying hazard, etc. 
at the domicile. In that event the surplus would Automobile Superintendents Club of Chicago. Regulations of the National Board of Fire 
be paid = ge ee age ei oe eee The club discussed the report of a special com- Underwriters recently issued are those regard- 
company at its domicile shortly before its fail- : : : " . ‘ 
‘a ure to citizens of the domicile, and United mittee composed of Arthur O. Anderson of the ing the installation of fuel sy stems, and protec 
States citizens holding claims of the second Firemens Fund, J. Wiley Burden of the Hart- tion of openings in walls and partitions against 
bur class, who are entitled to share the surplus ford, and Paul Fry of the Western Automobile fire. New lists of inspected electrical appliances, 
ied sah nite here on the basis that equality 1S equity Underwriters Conference at its Monday meet- and appliances inspected for accident hazard 
internationally as well as nationally, would not. cea: have resentio: bias) iemeed 
be permitted thus to share, but on the contrary img. The report urged the members oS ™ y — 
their rights to share, which are valuable prop- ate fully in giving the needed information and 
erty rights, would be taken from them in viola~ considered ways and means of distributing it 
tion of the Constitution and of international promptly ROBERT R. TUTTLE DEAD 
law. na ‘ & 
; 3 i is bei istri . National Guaranty Fire’s General Manager 
The assignments and the notices thereof are. This report is being distributed » each super Ss id H s 
of no force or effect and unavailing to change intendent this week and will be given further uccumbs to eart Attack 
the statutes and laws of this State, making the consideration Monday. E. G. Whitaker of the Robert R. Tuttle, vice-president and general 
surplus : trust fund for our citizens holding Queen, presideng pointed out that there are no manager of the National Guaranty Fire Insur- 
claims of the second class, and if it appears that structural fire hazards in the modern automo- ance Company and also the Independent Bond- 
such ‘assignments may be recognized in Eng- : at : 2 
land for the purpose of giving preferential pay- bile and that underwriting depends almost ing and Casualty Company, both of Newark, 
ment or advantage over our citizens holding wholly on the moral hazard in urging the adop- died suddenly Sunday evening at the Hotel 
on ed the second class, the courts of this tion of an exchange plan. It was pointed out Riviera, Newark. The cause of death was given 
ae ™ alee panei $100,000 with that each’company must co-operate fully in giv- aS a heart attack. Mr. Tuttle is survived by 
h c Age te =—a ae th , | bn if ing its own information if it is to be of value his widow. He was sixty-eight years old. 
the 10 department, according cas - _ e to the others. Mr. Tuttle was known in the insurance many 
' - =e Paap fe pao “ » 2 Jd The plan would be an expansion of the inter- years ago as a general agent in Syracuse. He 
a “ae ti ’ ee ? iy "2 change plan used for many years by the Hart- later became identified with organization work 
= a inal = a rh F _ Ze oe Tay ford, AStna Fire, Queen and America Fore. in Washington and subsequently went to Cali- 
posit. The superintendent, therefore, er fornia. Returning east in 1924, he started the 
y mends to the Supreme Court that he be relieved orgaaidaties of the National Guatenty Fire: 
of any responsibility for recovering the Ohio Brooklyn Fire Successfully Launched “ 
deposit and that if any Ohio claims should be Susbscriptions to the stock of the Brooklyn 
presented to the New York liquidator, they be Fire Insurance Company, Brooklyn, N. Y., al- CENTRAL FIRE CONSOLIDATION 
not paid out of the New York assets, thus rele- ready amount to more than $2,400,000 with Standard American Fire May Join With 
gating the Ohio citizens to the Ohio deposit ies $2,200,000 paid in, and it appears that the Davenport Company 
$100,000. Since there oF Ohio unpaid yp company will begin with a capital of $600,000 Cuicaco, Int., Nov. 15.—Consolidation of the 
the effect of Ohio refusing to ks ie a ‘ © and surplus and reserves of nearly $1,800,000. Central Federal Fire of Davenport, a running 
ai reciprocal laws. for bt yin ot ee Originally, the plan was for a capital to start © mate of the Federal Surety, with the Standard 
sas the deposit ad New York wi ae be serrate of $250,000 and a surplus of $750,000, but the American Fire of Chicago, has been approved 
hecqans: ee ow Zorn Supestpennent a response of its backers has been such that the by the directors of the two companies and de- 
‘DA the Supreme Court to parse him oye: ee scope of intentions was enlarged. pends upon the action of stockholders. The 
ase dele the surplus —_ - his peeaeonan to consolidated company is to use the charter of 
parties entitled to & the eo 1S bacd Pom a se nena aS ey keg the Central Federal and maintain its headquar- 
——— firmed, howev er, it will be a precedent or simi- y , ters in Davenport to be known as the Standard 
a. lar actions in proceedings where the Ohio debts derson Brothers Fedeest Sink Ideas Condens 
lay i i i y of Sande Brothers, ‘ , aes 
a may be more than the Ohio deposits. The insurance agency of Sanderson Brothers W. L. Taylor, vice-president and general 





Increase Group Coverage 
Hallgarten & Company, bankers, of 44 Pine 
street, New York, recently increased their 
group life insurance which has been carried 





Providence, R. I., is now solely conducted by 
Archer C. Sanderson, his brother, Aymore R. 
Sanderson, having retired from the firm by mu- 
tual consent. The new arrangement became 
effective at the close of business, October 31, 
1927. 


manager of the Central, has been negotiating 
with George Wolfe, president, and E. H. 
Steffelin, vice-president of the Standard Amer- 
ican. Directors of the Central Federal ap- 
proved the merger on Monday. The proposi- 
tion was to be presented to the stockholders of 





ive by the A&tna Life Insurance Company since 
1919, the Standard American on Wednesday and 
m- The original unit provided for insurance National Fire Protection Association unanimous approval was predicted. 
equal to one and one-half times the salary of Activities The new company will have assets of ap- 
in- each employee up to a limit of $5000. Under The technical committees of the National proximately one million and a half, capital of 
this original plan, 277 lives were covered for Fire Protection Association have outlined their eight hundred thousand and surplus of two 
ial. $922,000. plans for 1927-1928. These include a meeting hundred thousand. It is the intention of the 
The additional insurance amounted to $578,- of the conference committee on safeguarding management to add additional capital before the 
000 and increased the limit to $10,000, which of automobile gasoline tank trucks in Chicago, end of the year so that the new company will 
is the maximum obtainable. November 14 and 15; the issuance of a poster make an attractive statement. The premium 
The cost of both the original and the addi- calling attention to Christmas hazards; fire pre- incomes of the companies last year were one 
tional unit is paid entirely by Hallgarten & ventive measures for metal mines; reprinting hundred and fifty-one thousand for the Stand- 
Company. The total coverage amounts to $1,- of a pamphlet on school fires; the possible ard and two hundred thousand for the Central 
500,000. amendment of sprinkler regulations; a new Federal. The Central is a member of the West- 
This business was placed by Fox & Pier, of _ edition of the National Electrical Code; regu- ern Insurance Bureau and is licensed in thirteen 
83 Maiden lane. lations for electric power houses; measures for Middle Western States. 
ase 





a5 














Fire Insurance 


THE SPECTATOR 


Thursday 








ILLINOIS AGENTS’ PROGRAM 
One-Day Session Planned for November 23 
at Joliet 

CuHicaco, ILt., November 14.—Eugene Har- 
rington, president of the National Association 
of Insurance Agents; State Senator Harold 
Kessinger and John H. Camlin, Rockford, IIL, 
president of the Illinois Chamber of Commerce, 
head the group of speakers for the annual con- 
vention of the Illinois Association of Insur- 
ance Agents, which will be held November 22 
at Joliet, according to James M. Newburger, 
president, and Shirley E. Moisant, secretary. 

At the morning session there will be reports 
of the committees and the following addresses: 
“Agents’ Qualifications,” Ross C. Sherman, 
Waukegan; “A New Order in Automobile So- 
licitation,”’ Leo E. Thieman, Casualty Informa- 
tion Clearing House; “What Is Publicity and 
How to Prepare It,” John C. Leissler, insur- 
ance editor, Chicago Journal of Commerce; 
and “Insurance Day Among All Illinois Insur- 
ance Men,” Frank M. Chandler, New York 
Indemnity Company, Chicago, originator of the 
insurance day idea. 

The following addresses are planned for the 
afternoon: “Conduct of a Successful Local 
Board,” Alvin S. Keys, Springfield; “Develop- 
ment of a Local Agency,” Mr. Camlin; “What 
I Expect of an Agent With Whom I Place 
Insurance,” Robert C. McManus, general at- 
torney for Swift and Company; “What a Field 
Man Can Do to Help the State and National 
Associations,” T. M. Hogan, State agent, 
Dubuque Fire and Marine; “Marine Insurance,” 
Edward D. Lawson, W. G. McGee and Com- 
pany, Chicago. 

C. M. Cartwright of the National Under- 
writer will be toastmaster at the banquet and 
the speakers include: Mr. Harrington, Senator 
Kessinger and J. Heber Hudson, Illinois Cham- 
ber of Commerce. 


Chicago Examiners to Be Hosts 
~ Cuicaco, Int., November. 14.—Managers and 
leading executives of the fire insurance com- 
panies in Chicago are to be the guests of the 
members of the Association of Fire Insurance 
Examiners at the annual “Managers’ “Night” 
which will be observed with a dinner to-mor- 
row in the H. and M. Men’s Grill. F. P. Ham- 
ilton, manager of the Queen is to speak on 
“Relativity of Fire Insurance and Allied Lines.” 





NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 


® Losses paid since organization over 65 millions. 
DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


W. H. BRUNER HEADS INDIANA 
ASSOCIATION 


Commissioner 
Wysong Talks on Qualified Agents 


Insurance Clarence C. 


INDIANAPOLIS, IND., November 10.—Insur- 
ance agents not qualified for the business 
should not be granted a license in any State 
because “the great institution of insurance is 
the underlying factor of credit” and rests upon 
the local agents, declared Clarence Wysong, 
Indiana Insurance Commissioner at an address 
at the convention here of the Indiana Associa- 
tion of Local Agents. 


“The institution of insurance can be divided 
into three sections,’ he said, “the company, 
the agent and policyholder. The functioning 
of the entire institution depends on the individ- 
ual agents in each community.” 

Depicting the duties of agents, he said they 
occupy a peculiar position. “The success of 
the company depends on the agent, because in 
him the policyholder places his entire con- 
fidence. The individual does not investigate the 
economic protection behind the policy, but takes 
the word of the agent as the truth,” he said. 
“The majority of problems presented to thé 
State Insurance Commissioner are due directly 
to ignorance on the part of the agent selling 
the policy. This ignorance can be overcome 
when agents accept their work as a profession 
and through action by the State in preventing 
incompetent men for the work from obtaining 
licenses.” 


W. H. Bruner of the American Trust Com- 
pany of South Bend, Ind., was elected presi- 
dent of the organization: at the closing session. 
Other officers were elected as follows: A. L. 
Jenkins, Richmond, vice-president; J. A. Searls, 
Marion, secretary-treasurer, and D. J. O’Keefe 
of Fort Wayne, chairman of the executive 
committee. The president will appoint an as- 
sistant secretary and members of the execu- 
tive committee. 

Following the business meeting, addresses 
were made by Allan Kennedy of Fort Smith, 
Ark., a member of the executive committee of 
the National Association of Insurance Agents; 
Fred A. Rye, Western manager of the Com- 
mercial Union Fire Insurance Company of New 
York, and John W. Noble of the Indiana Field 
Club. 


INCOME TAX RULING 
Marine Brokers Who Sold Policies Below 
Costs Favored 

WasHInctTon, D. C., November 14.—Insur- 
ance brokers who bought policies of marine 
war risk insurance from 1917 to 1919 and sold 
parts of such policies to their customers at a 
premium rate lower than they paid suffered 
losses which were properly deductible from 
gross income in computing their tax returns, 
it was held November 11 by the United States 
Board of Tax Appeals in a decision on the 
appeal of Theodore H. Smith, insurance broker, 
New York. 

Hearing of the case developed that certain 
customers of Smith were unwilling to pay the 
high premium rates charged by insurance com- 
panies during that period and, in order to re- 
tain their trade, he purchased blanket policies 
in his own name “on account of whom it may 
concern” and sold portions of the insurance to 
his customers at lower rates, which averaged 
from 33 to 37 per cent below the rate he paid. 
The company was a mutual, and he received 
during the period certain certificates of profit. 

It was ruled by the board that the premium 
paid by Smith represented the cost of the in- 
surance purchased for resale. A profit or loss 
developed upon the resale of the insurance, such 
profit or loss being the difference between the 
premium paid by him to the insurance com- 
pany and the amounts received from his cus- 
tomers plus any certificates of profit. 

In cases where Smith made advances of por- 
tions of insurance premiums chargeable upon 
policies of his customers, the board held such 
advances not to be costs of insurance to the 
taxpayer but merely advances of premiums for 
others, and certificates of profit issued by the 
company in respect to such policies coming into 
Smith’s hands were not dividend income but 
reimbursements of advances, to the amount of 
the advancements, and if in excess thereof in- 
come subject to both normal and surtax. 


On Underwriters Laboratories’ Directorate 

Cuicaco, Itxt., November 14. — Percival 
Beresford, chairman of the executive commit- 
tee of the National Board of Fire Underwriters 
and United States manager of the Phoenix As- 
surance of London, has been elected to the 
board of directors of the Underwriters Labora- 
tories. 
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Activities of German Insurance Enterprises 


In the World Market 


The internationalization of German economic 
life which during the past months has started 
in various branches of activity, raises the ques- 
tion whether a revival of German enterprise on 
world-wide scale in insurance matters has taken 
place or whether there are prospects for such 
a development. The view is fairly generally 
held that insurance, by its very nature, tends 
towards internationalization and in pre-war days 
many understandings and conventions at least 
in certain branches of insurance were not lack- 
ing, which went beyond the borders of the single 
States. 

Reinsurance and marine insurance show the 
strongest tendency towards going beyond the 
boundaries of a country. In pre-war days 
German reinsurance held beyond doubt the pre- 
dominant place not only in the United States 
but in the world market; in marine insurance 
the British were leading. There are, however, 
no reliable statistics from which detailed fig- 
ures could be quoted, either for pre-war opera- 
tions or for the period after the war. The 
meager information furnished by individual 
companies is the main source of information 
and that shows that the efforts of excluding 
German reinsurance from the world market 
have resulted in failure. Germany held a prac- 
tical monopoly in this branch due to its well 
worked out technique and an experience based 
on decades of actual work, all of which is only 
to a very small part known to outsiders; this 
start cannot be easily overcome, just as the 
start of the German dye industry before the 
war and even now. 

German marine insurance is far from having 
recouped the place it held before the war, 
though that was far behind that of reinsurance. 
One of the main presumptions for its develop- 
ment, the German export business, has so far 
not reached its pre-war proportions; also, com- 
petition between German marine insurers is very 
strong, which competition only recently is on 
the way to be regularized. 

Of the other branches it was chiefly fire in- 
surance which was represented all over the 
world. A traveler in pre-war days was always 
surprised to find even in remote parts of the 
globe small metal signs on buildings showing 
that they were insured in German stock fire 
companies. The loss of this foreign business 
has not as yet been made good and it will, for 
political reasons, take a good while longer be- 
fore it can be recouped; however, there is no 
doubt that progress is being made and will 
further be made after the difficult and serious 
competition between the companies has been 
regularized. 

German life insurance was the heaviest suf- 
ferer by the after war events; in this branch it 
is most difficult to recoup what has been lost 
through the damage done by the inflation pe- 
riod. For instance, the entire business in Swit- 





By Pror. Dr. ALFRED MANES 


zerland has been turned over to Swiss com- 
panies in connection with the reorganizing and 
financing by them, and it is plain that German 
companies trying to again enter the life field 
in Switzerland or other countries, will find it 
much harder than in 1913 to get business. 

But even here the situation is not hopeless 
since one of the largest German life companies 
has been licensed in France quite recently, 
where this company did business before the 
war and has many good connections. 

Other branches are of little or no importance 
in the world market. 

Especially commerce treaties do pioneer work 
for rebuilding the foreign business in foreign 
countries because it is customary to embody 
into them reciprocity guaranteeing to German 
insurance companies in foreign countries the 
same treatment as the domestic companies re- 
ceive. Thus the possibility is given that even 
in former enemy countries German insurance 
can again operate. If in this manner German 
companies are in a position to take up again 
their operations in foreign countries it must not 
be overlooked that many foreign companies in 
an ever-growing measure will apply for and 
obtain license to operate in Germany. 

It is too early to say whether the Germans 
in foreign countries or foreigners in Germany 
get the better of that arrangement. Before the 
war German companies were very aggressive, 
as at that time the business for German com- 
panies in foreign countries was profitable, gen- 
erally speaking, and more so than the business 
of foreign companies in Germany. 

In this connection it must be mentioned that 
German underwriters were largely interested 
in newly founded or old established insurance 
companies, especially in South America. 

The increase and expansion of the business 
of insurance companies of various nationalities 
in foreign countries may sooner or later lead to 
international conventions as to general condi- 
tions and premiums. International agreements 
of this kind have existed but have lapsed. It 
seems the only international convention which 
outlived the World War is the International 
Transport Convention (Verband) with its head 
office in Berlin. 

An international organization has been 
formed for some time on a new field of trans- 
portation, transport by air, and to this the 
Germans belong. The same applies for the latest 
branch, the Export Credit Insurance for which 
only a few weeks ago a convention was held in 
London. 

It is very interesting that the very latest 
branch which was introduced in Germany in 
1927, the rain insurance, has undergone an in- 
ternational pooling process, as the Berlin com- 
pany writing this business has undertaken to 
insure loss by rain on a broad international 
basis with English and American underwriters. 


17 


Not every branch of insurance is adapted to 
a world-wide exploitation. Also, not every 
enterprise in commerce is adapted to do an ex- 
port business. A well organized method of 
operating, carefully trained personnel for for- 
eign service, even more so than for home ser- 
vice, are essential. Also the chances for the 
individual German company are different in the 
different countries. The difficulties of export- 
ing policies are frequently underrated. Also, 
foreign business is not always an unmitigated 
benefit. The opposite is frequently the case. 
Also it must not be overlooked that a tendency 
of German companies to invade foreign coun- 
tries will be followed by strong competition of 
foreign companies in the home market. 


CRITICIZES SPRINKLER 
CARELESSNESS 
Chicago Board Engineer Says Many Sys- 
tems Fail from Closed Control Valves 

Cuicaco, Itt., Nov. 14.—Carelessness on the 
part of plant engineers and other employees on 
sprinklered risks is usually the cause of sprin- 
kler failures, declared John Hardwicke, as- 
sistant chief engineer of the Chicago board at 
the weekly meeting of the Cook County Field 
Club. Mr. Hardwicke listed the engineer as 
one of the three most important prerequisites 
for sprinklers, the other two being adequate 
water supply and an open control valve. 

Mr. Hardwicke estimated that there are 20,- 
000 closed control valves in Chicago at the pres- 
ent time and of this number over half of the 
plant owners do not know that their property 
is unprotected. These valves control enough 
sprinkler heads to outfit the furniture mart 
here which Mr. Hardwicke described as the 
largest sprinklered risk in the world. 

Mr. Hardwicke also said that over 60 per 
cent of the automatic alarm attachments are 
not in working order. Many roof tanks ‘are 
allowed to freeze in winter, making the equip- 
ment inoperative. One blaze in Chicago devel- 
oped into a three hundred thousand dollar loss 
because a gravity tank had frozen at the bottom 
and water could not flow, he said. He cited a 
twenty thousand dollar loss which could have 
been prevented if just one obsolete head had 
opened on the floor where the fire originated. 


Insurance Library Association of Boston 
Open Evening Classes 

Boston, Mass., November 14.—Evening 
classes in fire insurance offered by the Insur- 
ance Library Association of Boston and cov- 
ering this year the subjects of the Senior Year 
of the Course of the Insurance Institute of 
America, Inc., opened with an enrollment of 
eighty students, of whom six were women. The 
average age of students is twenty-four, several 
years younger than the average age of all stu- 
dents enrolled in the Casualty Course. 
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Security Mutual Casualty Company 


December Thirty-First, 1926 


ASSETS 
Bonds and Stocks (Market Value)............. $7,465,665 .00 
NNN coo ins, <oit'e ieAna eck a hia Sonia es 0%.0 e100 30,000 .00 
Accrued Interest on Investments.............. 101,665 .74 
Cash in Bank and Offices...............2000- 1,199,252 .06 
Premiums in Course of Collection.............. 399,390 .22 


Deposit with Workmen’s Compensation Board, 
POEL KE DEMIIOIUIE 5 oie 55.0.0 0106s owewersens 2,444 .91 


$9,198,417 .93 
LIABILITIES 


Net Special Reserve for all Liabilities.......... $5,894,895 .79 
TI ORTRON FPIEIIIR 5 0555. sin0 06s 5 '0's-9 0 si0id divs. 0 0 611,616 .08 
Reserve for Taxes and Expenses............... 39,554.69 
Unabsorbed Premium Refund pean (Not paid) 42,351 .37 
DID UINNE B55 5G Ss Silo S Sees cose wees’ 2,610,000 .00 
$9,198,417 .93 

Unabsorbed Premiums Returned to Policyholders 
ee REA eee $8,000,000 .00 


Fundamentally Right Economically Operated 
Financially Sound 


HENRY W. IVES & COMPANY 


75 FULTON STREET NEW YORK 
UNDERWRITING MANAGERS 
FOR THE UNITED STATES 
FOR EXCESS AND REINSURANCE 


OUR FACILITIES 
Too or Facultative and or Excess for Automobiles, General and 
evator 
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NEW HAMPSHIRE 
FIRE INSURANCE CO 


Manchester, N. H. 
ASSETS $13.679,785.77 
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POLICYHOLDERS' SURPLUS 
$6,685,087.23 















































A 








I 





= 











November 17, 1927 








THE SPECTATOR 











; Casualty, Surety and Miscellaneous 





A. W. SPAULDING PROMOTED 
Becomes Advertising Manager of Hartford 
Accident and Indemnity 
A. W. Spaulding has been appointed adver- 
tising manager of the Hartford Accident and 
Indemnity Company, entering upon his new 
duties November 15 at the head office at Hart- 

ford, Conn. 

In announcing the appointment, N..R. Moray, 
general manager, said that in keeping with the 
progressive spirit of the company and in recog- 
nition of the growing importance of sales pro- 
motion work and helpful advertising service the 
Hartford Accident and Indemnity had decided 
to establish its own department. Mr. Spaulding, 
as assistant advertising manager of the joint 
advertising department of the Hartford Fire, 
and the Hartford Accident and Indemnity had 
long been in close touch with the work. His 
appointment is therefore a well-earned promo- 
tion. 

A. W. Spaulding is one of the best known 
of the younger advertising men of New Eng- 
land. He has been particularly active in insur- 
ance advertising. He graduated from Massa- 
chusetts Agricultural College, at Amberst, 
served overseas in the war and was discharged 
with the rank of lieutenant with a Croix de 
Guerre, and then started his advertising career 
with the Filene stores at Boston. He later 
went to the American Writing Paper Com- 
pany, at Holyoke, joining the staff of the Hart- 
ford Fire in 1921, working his way up to the 
position of assistant advertising manager. 

He was one of the charter members of the 
Insurance Advertising Conference, and helped 
draft the original constitution of that organ- 
ization when it was organized at Atlantic 
City some five years ago. He is co-author, 
with J. W. Longnecker, of the book “Adver- 
tising Property Insurance,” and at the present 
time is president of the Hartford Advertising 
Club. 


Want Pension Fund in Missouri 


St. Louris, Mo., Nov. 14.—A vigorous cam- 
paign for the adoption of an old-age pension 
law for Missouri will be launched at once by 
organized labor throughout the State. 

A resolution in favor of the State-fund sys- 
tem was unanimously adopted by the Central 
Trades and Labor Unions of St. Louis, Mo., on 
Sunday, November 13. 

Delegates Charles Bloom and Martin Dill- 
mon, authors of the resolution, pointed out that 
thousands of men and women in Missouri are 
not able, because of their meager incomes, to 
Provide for the rainy days that always come in 
the evening of life. They contended that ali 
workers should be permitted to spend their old 
age in peace and comfort without the necessily 
of worrying about where their daily bread and 
butter would come tomorrow. 





OUTLINE OF TEXT 


Casualty Actuarial Society Preparing 
Accident and Health Book 








STEWART M. LAMONT IN CHARGE 





Manuscripts Covering Accounting, Law 
and Compensation Are Being 
Compiled 
At the suggestion of George D. Moore, as- 
sistant secretary and actuary of the Royal In- 
demnity Company, the educational committee 
of the Casualty Actuarial Society invited Stew- 
art M. LaMont, third vice-president of the Me- 
tropolitan Life, to assume editorial direction of 
a text on personal accident and health insur- 
ance. Mr. LaMont has secured the co-opera- 
tion of seventeen authors to prepare the dis- 

cussion. 

The outline of the book is as follows: I. 
Introductory chapter; II. history of personal 
health and accident; III. the personal accident 
and health contract; IV. accounting for per- 
sonal accident and health insurance; V. rate- 
making, valuation and surplus distribution; VI. 
classification and rating of risks; VII. inspec- 
tion of risks; VIII. claims and claim settlement; 
IX office organization and management; X. 
agency problems; XI. legislation, supervision, 
regulation and taxation of personal accident and 
health insurance; XII. inter-company relations 
and co-operative bureaus; XIII. non-cancellable 
accident and health insurance; XIV. life in- 
demnity health insurance; XV. underwriting and 
administrative expense; XVI. preferred risk 
coverage; XVII. commercial travelers’ insur- 
ance; XVIII. the future of personal accident 
and health insurance. 

The chapters on office organization and on 
inter-company relations have been completed by 
John M. Parker and R. F. Thompson, re- 
spectively. Progress is reported on the remain- 
ing chapters of the text. 

The Casualty Actuarial Society has -under 
way a number of texts for its students and 
these should appeal to a wide audience both in 
and out of the casualty insurance field. . The 
more important of these texts are the casualty 
insurance accounting volume by R. S. Hull; 
the casualty insurance law volume by William 
Brosmith and associates; that on workmen’s 
compensation rating by Miss Emma S. May- 
crink and associates; and the introduction to 
insurance law by Byron Clayton. 








The resolution proposed that the English 
methods of old age pensions be followed closely, 
although the best features of the German old- 
age insurance system will be copied. 

The unions propose to conduct a State-wide 
campaign to educate the general public to sup- 
port the proposed legislation. 
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CHANGES TO STOCK COMPANY 


Preferred Exchange Capitalized at 
$200,000 

Lansinc, Micu., Nov. 14—The Preferred 
Automobile Insurance Exchange of Grand Rap- 
ids is to be the second automobile reciprocal 
stocked in Michigan within recent months, it 
was revealed here this week by officials of the 
State Insurance Department. Articles of in- 
corporation for the Preferred Automobile In- 
surance Company, a stock carrier, were filed 
with the department by the Grand Rapids men 
interested in the Preferred Automobile Under- 
writers Company, which has been attorney-in- 
fact for the reciprocal. 

The new company, which is to be capitalized 
at $200,000, will be organized under the Michi- 
gan statute governing automobile companies and 
will thus be permitted to write all automobile 
coverages in a single policy. The reciprocal 
has built up a fairly large business, having had 
net premiums of $169,000 in 1926, according to 
its report to the department. Under the plans 
for the new company, a reinsurance contract 
will be negotiated whereby the entire exchange 
business will be taken over and the company 
will operate purely on a stock basis in the fu- 
ture. 

Incorporators of the new company are: Frank 
S. Gould, E. D. Congers, Harry E. Rogers, 
John D. MacNaughton, Harry Rason, and 
Elmer R. Beers. 


Some time ago the Republic Automobile Un- 
derwriters of Detroit dropped the exchange 
form of organization in order to become a stock 
company. The Inter-Insurance Exchange of 
the Detroit Automobile Club and the Vallev 
Insurance Exchange of Bay City and Saginaw, 
an automobile dealers’ organization, are among 
the few survivors in Michigan of the automobile 
reciprocals. 





Ten Leaders in Surety Business for 
the Year 1926—Compiled by 
The Spectator 


Name & Location of Company 
Fidelity and Deposit, Balti- 
WRC a ai cone eared sos $6,456,271 
United States Fidelity and 
Guaranty, Baltimore ...... 6,312,059 
National Surety, New York 6,046,084 


Amount 


American Surety, New York 3,892,395 
7Etna Casualty and Surety, 

Hattioeih 0 choc. eiccue. « 3,701,497 
Southern Surety, Des Moines 3,534,475 
Maryland Casualty, Baltimore 3,459,632 
Hartford Accident and In- 

demnity, Hartford ....... . 2,487,173 
Globe Indemnity, Newark... 2,048,537 
Metropolitan Casualty, New 

Br re at eet e Abas OE 1,977,079 

TS OABK Sinica kine aes onwas $39,915,202 


Percentage—premiums of ten leaders to 
total 67.1 per cent. 
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Writing Casualty Insurance 
Fidelity and Surety Bonds 


Business 


BR indicating a careful interest in impor- 

tant details, Parcels Post Insurance 
Home Office: DAVENPORT, IOWA - becomes a valuable asset to the man who 
carries it. 

This seemingly small item is a great busi- 
ness asset to agents of this company, too. It 
is a symbol of thorough, esleelds insurance 
service. Business men whose interests are 
watched by their agents down to the small- 
est detail, have full confidence in them when 


THE UNUSUAL PROGRESS it comes to more vital policies. 
OF THIS COMPANY, IS But Parcels Post Insurance is a source of 


real profits as well to our agents. At this 


PERHAPS, THE BEST season of the year, they can sell many coupon 
books by just telling about the time, trouble 
RECOMMENDATION OF and money that can be saved at an insignifi- 


THE CALIBRE OF SERV- SER 
And Telling them about Parcels Post Insur- 


ICE IT RENDERS. ance, is Selling them on a bigger, broader 


basis of complete insurance protection. 


THE EQUITABLE SURETY - LONDON 
COMPANY GLOBE. 


Insurance Co uu 


° Ri 
HAROLD R. CRONIN, President 5 ve Ofienis 1 Deetiien We 
HAROLD ;SPIELBERG, Vice-Pres. and Gen. Mgr. ; Park Ave. at 42nd St., New York, N. Y. 


Court Square Building Western Dept. Pacific Coast Dept. 
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Does the Business Man Need Check Alteration and 
Forgery Insurance?---New Book Says “No” 


Does the American business man need the 
check alteration and forgery insurance which 
insurance companies are trying to sell him? 
He does not. At least not if you believe the 
contents of a book; compiled by Alfred L. 
Becker and published by Thomas F. Bowes, 
which has just made its appearance and which 
bids fair to create something of a furor in cas- 
valty and surety circles as well as among busi- 
ness mer: who have been led to purchase check 
alteration and forgery insurance. The vol- 
ume, entitled “Forged Checks and Drafts,” re- 
views the entire question of the business man’s 
responsibility for forged or altered checks and 
charges that insurance companies and _ their 
representatives, as well as the manufacturers 
of checkwriting devices, have grossly misin- 
formed the public as to the true facts regard- 
ing such liability. 

The business man who deals in such a fair 
and honest fashion that he may be presumed 
to know whose check he accepts for goods 
delivered, and who carefully balances his bank 
account and examines his checks properly, need 
not fear that he will be held responsible for 
losses through forged or altered checks. That 
is the tenor of this new book, which more than 
hints that the business man has been victimized 
by insurance companies seeking to market this 
form of indemnity, 


The author, Mr. Becker, is a member of the 
New York Bar, and the fact that he is fully 
cognizant of what the material of his book 
may involve is readily seen in this extract from 
the volume: 


I have not hesitated to condemn in the strong- 
est terms unethical and mendacious advertising 
and sales methods such as have been and still 
are being employed by insurance companies and 
manufacturers of check writing machines. In 
attacking these practices, I have not named the 
companies and firms who have been guilty. My 
reason for omitting the names is not that I am 
afraid to do so, but that my purpose is to expose 
such improper methods, and is not to make per- 
sonal attacks. I have no animus. The inquiry 
of a client which prefaces this book led to the 
discovery, amazing to me, of the extent to which 
unfair and equivocal representations and down- 
tight dishonest “salesmanship” have been em- 
ployed for years by very many companies and 
firms in the business of selling the public check 
forgery insurance and check writers. Without 
doubt the great majority of such concerns would 
be glad to follow the path of virtue if they did 
not believe that competitive conditions com- 
pelled them to resort to the devious courses 
they have been pursuing. 

To show that I am willing to stand back 
of my assertions, I will make this offer: if any 
of my readers (and I include any and all of 
the insurance companies and check writer manu- 
facturers) will apply to me I agree to furnish 
the name of the company or firm issuing any 
advertising matter or instructions to salesmen 
from which I have quoted. Furthermore, upon 
advance of the bare cost, I will furnish upon 
like request photostat copies taken from the 
original printed matter quoted by me. 

I have been guilty of any untruthful or 
Unsustained charges, I hereby recognize that 


such furnishing of the name coupled with the 
condemnation contained in this work will con- 
stitute libel, for which I am ready to be held 
to full accountability. 

“Forged Checks and Drafts” cites case after 


case, based on the Uniform Negotiable Instru- 
ments Law, to prove its contentions, and shows 
by quotations and explanations that the adver- 
tising of insurance companies concerning check 
alteration and forgery insurance for depositors 


is misrepresentative and misleading. The book» 


starts with the premise that the business man is 
practically hypnotized and frightened into buy- 
ing something he does not need when he takes 
this form of insurance. While it is pointed 
out that the business man is not obliged to use 
a check-writing machine or safety paper to 
escape liability for forged or altered checks, 
such means of crime prevention are endorsed 
as being useful in hindering those who would 
feloniously tamper with checks. The use of 
safety devices is approved as correct commer- 
cial practice. 

The new book is obviously intended for the 
layman rather than for the insurance agent 
or executive or the active attorney. On the 
other hand, insurance brokers may find busi- 
ness men who have the book asking them “How 
come?” and they need to know what the volume 
contains to explain the situation. There is no 
question of the fact that no other book of this 
kind has been printed. It is unique both from 
the method in which the argument is presented 
and from the fact that the author is so straight- 
forward and lucid in his statements that the 
most uninitiated individual can comprehend 
exactly where his responsibility lies in the whole 
matter. 

As a sample of the manner in which the 
book discusses the business man’s responsibil- 
ity on forged or altered checks, the following 
comment on the position of the bank is typical: 


The bank does not act as agent in paying 
your check. The bank is your debtor to the 
amount of your deposit and it may credit itself 
with payments for your account only on re- 
ceiving your genuine order for such payments. 
It must know your signature at its peril, and 
if it pays on a signature which is not yours 
it is liable. And it must, at its peril, pay only 
the person (payee) whom you designate to 
receive the proceeds, or to a lawful subse- 
quent holder. 

Of course, if the forgery be almost incon- 
ceivably perfect, a jury might disagree with 
your contention that it was a forgery. This 
is, however, an exceedingly remote possibility. 
And, in any event, you likewise have to prove 
the commission of a forgery in order to recover 
on a check forgery insurance policy. If for- 
gery could not be proved, you would be no bet- 
ter off if insured. 

The inference in many of the situations de- 
scribed in “Forged Checks and Drafts” is that 
the business man buys check alteration and 
forgery insurance under duress and then, when 
a loss occurs,*the insurance company natu- 
rally pays him, knowing in most cases that the 


first-cashing bank is really liable and that it 


2I 


can recover the amount from that bank. The 
bankers’ blanket forgery and alteration bond is 
commended for it insures the one on whom seri- 
ous risk of loss falls, the conclusion being that 
banks should be insured at their own expense, 
not at the expense of their depositors. Impor- 
tant explanations are given of such topics as 
liability in the case of forged endorsements, 
forged signatures, fictitious payees and imper- 
sonators, certification of forged checks, duty to 
examine returned paid checks, proper methods 
of verifying returned check vouchers and prac- 
tically any and every question that might arise 
with regard to checks that have been tampered 
with. The book is printed, from. typewriter 
type on ledger bond sheets 8% by 11 inches and 
is inclosed in a handsome binder containing 
about 160 pages so arranged that additions can 
readily be made in. order to keep the material 
up-to-date. The volume resembles a lawyer’s 
brief to a client rather than a book. The 
price of the volume, which is 9% by 11 inches 
in size,, is $7.50 and it may be obtained through 
The Spectator Company. 





Casualty Courses of Boston 
_ Library Are Opened 
The intermediate course in the casualty 


branch of the Insurance Library Association of 
Boston opened last week with an initial registra- 
tion of fifty-two. Four of these were women. 
The average age of those registered is twenty- 
nine, slightly higher than in previous years. 
The largest group of registrants was between 
twenty-two and twenty-four years of age. 

Twelve gave their occupation as clerks, eight 
as students, three as actuaries or accountants, 
three as engineers, and three as, inspectors. 
Among other occupations given were brokers, 
stenographers, payroll auditors, secretaries, 
special agents, countermen, budget supervisors 
and adjustors. 

Students came from the following towns out- 
side the Boston metropolitan district—Andover, 
Wellesley, Lawrence, Needham, Lynn, Milton, 
Woburn, Waltham, Natick and Providence. 


Insurance 


United States Fidelity & Guaranty Issues 
Revised Guide for Agents 

The United States Fidelity & Guaranty Com- 
pany, Baltimore, has issued a revised edition of 
its Guide for Agents. To provide for changes 
in bonds and policies it is in loose-leaf form. 

The Guide contains a list of the officers, di- 
rectors, and the home office departments, to- 
gether with general instructions, in which the 
dignity of the agents’ business or profession, 
their responsibility both to the pubilc and their 
company, and the necessity of study and work 
in order to meet this responsibility are em- 
phasized. The detailed instructions and in- 
formation given will enable the agents to handle 
business intelligently and efficiently. 

The Guide is divided into three parts— 
Surety, Burglary and Casualty. 
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New Claims Bureau of Casualty and Surety 


Underwriters Has Big Work Ahead of It 


The movement of the Citizens Committee 
Against Fraudulent Claims has taken form and 
interest in this crusade has been further height- 
ened by the announcement of A. W. Whitney 
‘of the formation of a claims bureau by the Na- 
tional Bureau of Casualty and Surety Under- 
writers. The plan or details of its operation 
has not been announced but it is expected that 
the work will be of an intensive nature. Fraudu- 
lently promoted claims are to be combatted and 
stamped out, which fact is quite evident to 
everyone who has participated in the forma- 
tion of the new Citizens Fraud Bureau. This 
movement is backed by practically every in- 
dustry which has suffered from the depreda- 
tions of the ambulance chaser, and with the sup- 
port of the press and public the success of the 
movement is assured. 

The courts are clogged with negligence cases, 
a large percentage of which have been fraudu- 
lently promoted. This condition has brought 
forth several recommendations for relief, one 
being the formation of a State Fund to func- 
tion similarly to the present Industrial Board. 
The question arises, is this the proper solution? 
How are disabilities to be standardized? What 
should be paid a woman whose beauty has been 
marred by a deep gash along the cheek which 
has left a flaming scar? Juries are prone to be 
liberal to women who have suffered such an in- 
jury and disfigurement. What claim man would 
not be delighted to dispose of such cases on a 
basis of the actual disability plus the medical 
expenses ? 

The question of another State Fund should 
be very carefully considered before asking the 
citizens of this State to waive their present con- 
stitutional rights. There is a wide difference 
of opinion on the practicability of burdening 
society with the cost of injuries suffered by 
negligent people. True, society already bears 
much of this expense but should the question of 
negligence be discarded entirely? There has 
grown in the minds of the people, and particu- 
larly our foreign population, a belief that they 
are entitled to be compensated for any injury 
which they may suffer irrespective of the ques- 
tion of negligence. This is due, no doubt, to 
our compensation measures as applied to indus- 
trial accidents, which measures are quite uni- 
versal. 

Many pedestrians are injured daily in our 
streets, some for their failure to cross streets 
at crossings and others attempting to cross at 
crossings when traffic has the right of way. 
Boys playing ball in the streets run for a fly 
ball directly into an automobile or drop from a 
truck into the path of one. Many of these 


cases are in the courts and the major portion 
of them will be settled by the insurance com- 
panies despite the gross negligence of the plain- 
tiffs, and, on the true facts, none whatever on 


By Cuartes E. CLAPHAM 


Manager, New York Public Automobile Accident Prevention and Statistical Bureau 








the part of the defendant. Dishonest attorneys 
have little trouble in producing perjured testi- 
mony which, with the natural sympathy of a 
jury for an injured person, makes a successful 
defense of such cases well nigh impossible. 


There has been a serious omission on the 
part of insurance companies to properly edu- 
cate the public on the terms, “negligence” and 
“contributory negligence.” These acts of omis- 
sion and commission are always controversial 
points in the present form of casualty policy. 
Liability insurance is designed to protect the 
assured against loss or damage resulting from 
accident to or injury suffered by any person 
and for which the person insured is liable. The 
cost originally was comparatively low but has 
risen steadily. It has fulfilled its economic 
purpose but not without great wastage. We 
find the legitimate claimant, who should be the 
only beneficiary, receiving only a small per- 
centage of the vast amount paid annually for 
this form of insurance. The percentage cannot 
be accurately stated because of the difficulty in 
computing the cost of dishonestly promoted 
claims. 


If it must be said, 85 per cent of our citi- 
zenry become dishonest when entering into 
negotiations where they know that insurance 
funds are to be the satisfaction of their de- 
mands. These same people loathe a watch 
stealing thief but have no qualms of conscience 
taking by perjury and fraud the funds of an 
insurance company. The church going reput- 
able business man, with a bent rear fender as 
the basis of claim, presents a bill for a com- 

















plete overhauling of his car and waxes indig- 
nant when it is questioned. Personal injuries 
are likewise magnified—a scratch becomes , 
severe laceration and a sprain a permanent dis- 
ability. Slight bruises become severe concus- 
sions, and the basis of claims for many weeks 
of disability. These are some of the causes of 
court congestion for which the insurance com- 
panies have been blamed. 










The claims bureau about to be organized by 
the National Bureau of Casualty and Surety 
Underwriters will be of great value to the com- 
panies and can be made to serve an excellen 
public purpose as well. By proper co-operatio2 
among the member companies the adjustment of 
claims can be greatly facilitated. Every acci- 
dent report and claim should pass through a 
clearance house and the facts properly recorded, 
This would afford valuable underwriters infor- 
mation to the insurance companies and assist 
the civil authorities in ridding the highways of 
the reckless. Collisions, where two insurance 
companies are interested, should be jointly in- 
vetsigated. Facts could be more readily adduced 
by bringing together the assureds involved by 
the respective insurance carriers. A competent 
arbiter could fix the responsibility and by com- 
mon agreement make an award based upon an 
accurate survey of the damage. Personal in- 
jury claims arising from such accidents could 
in many cases, undoubtedly be amicably disposed 
of at the same time. Policyholders should be 
discouraged from bringing tort actions with- 
out consulting their insurance carriers. 


Chapter 275, the laws of 1920 was enacted to 
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facilitate the arbitration of disputes. The ade- 
quacy of this act is not indorsed, but the prin- 
ciple might well be. Laws should be sought 
to permit the arbitration of claims if the present 
one is inadequate. Every means possible should 
be extended honest claimants to prevent them 
from bringing suits. If this was done, unreason- 
able claimants would have their cases tried be- 
fore a prejudiced court. Insurance companies 
are quasi public corporations chartered by the 
State for a public service constituting one of the 
most important elements in our economic struc- 
ture. The public have a right to demand 
prompt settlement of just claims and every 
possible effort should be made by insurance 
companies to render this service. 

Casualty insurance companies are confronted 
with a big problem to correct the causes of 
constantly increasing liability insurance rates. 
The task is so important it would seem that a 
few innovations might be in order. The experi- 
ment would probably be no more expensive 
than continuing the courts as an adjunct to 
every claim department. The fight against 
fraud might well have been started years ago. 
The public should have been instructed on their 
omissions and commissions which produce acci- 
dents and claims. Citations on the question of 


“negligence” and “contributory negligence” 
should be compiled in pamphlet form and given 
every policyholder and claimant. Public 


morals are a hazard more vital to insurance 
than any other factor. To improve moral con- 
ditions may be a difficult task but it seems one 
worth while. Concerted action will be neces- 
sary for its successful accomplishment. 


Maryland Casualty Promotions 
F. Highlands Burns, president of the Mary. 
land Casualty Company of Baltimore, has an- 
nounced several promotions in the company’s 
staff. Samuel J. Blight has been promoted from 
assistant manager of the workmen’s compen- 


sation claim division to assistant manager oi _ 


the claim division in charge of compensation 
claims. 

William T. Zerr has been promoted from 
manager of our St. Louis claim division to 
assistant manager of the claim division in the 
home office in charge of automobile claims, 
succeeding Mr. Howard White who has re- 
signed. 

Robert E. Coughlan has been promoted from 
the manager of the property damage claim divi- 
sion to assistant manager of the claim division 
in charge of property damage claims. 

C. C. Willoughby, formerly assistant man- 
ager of our Philadelphia claim division, has 
been promoted to assistant manager of the claim 
division in the home office in charge of field 
personnel. 


At a meeting of the board of trustees of the 
American Surety Company to-day the following 
new members were elected to the board: Lan- 
don K. Thorne, president of Bonbright & Co.; 
Charles M. Schwab, chairman of the board of 
the Bethlehem Steel Corporation, and Archi- 
bald R. Graustein, president of the International 
Paper Co. 


MASSACHUSETTS REPORT OUT 
Automobile Liability Leading Casualty 
Line 

Boston, Mass., November 14.—The life in- 
surance report of the Massachusets Insurance 
Department has just been issued. It includes 
figures of the casualty companies operating in 
that State. 

Total premiums written on automobile lia- 
bility business by the seventy companies trans- 
acting this class of insurance in Massachu- 
setts, amounted to $14,170,245 and losses paid 
were $6,309,210. The next highest figure is 
found in the workmen’s compensation premiums, 
which totaled for 61 companies $13,972,594, with 
losses paid amounting to $8,574,698. Auto 
property damage and collision follows, total pre- 
miums amounting to $4,953,116, and losses of 
$2,443,240. Accident and health premiums 
amounted to $4,702,740 and losses were $2,123,- 
952. Surety lines came next with $1,960,075 in 
premiums and .$204,965 in losses. Fidelity in- 
surance totaled $1,483,912 in premiums and 
$312,892 in losses; burglary and theft, $1,240,- 
162 in premiums and $308,940 in losses, and plate 
glass premiums were $759,308, with losses of 
$224,586. A comparatively new line, engine and 
machinery interruption or breakdown, written 
by 21 companies, shows total premiums of 
$446,462 and losses of $53,356. A small busi- 
ness in live stock insurance was done by the 
“Two Hartfords,” $18,856 in premiums and 
$29,035 paid in losses. 

Steam boiler insurance amounted to $662,- 
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071, losses $62,543, and a small amount of 
credit insurance, $296,968 in premiums, losses 
$109,142, and sprinkler leakage coverage writ- 
ten by casualty companies, of $87,672 and 
losses of $37,386 completes this table. Statistics 
on workmen’s compensation experience, etc., 
from Schedule Z, are also covered in the re- 
port. 


Endorse Massachusets Examinations 

Boston, Mass., November 14.—A full slate 
of activities was presented by several impor- 
tant standing committees to the executive com- 
mittee of the Boston Life Underwriters Asso- 
ciation at the first meeting of the season on 
Friday last. 

A resolution was adopted endorsing the action 
of the Commissioner of Insurance, Wesley E. 
Monk, in connection with the agents’ examina- 
tion ruling. The committee took action on be- 
half of the Association to promote the Ameri- 
can College of Life Underwriters and the pro- 
curing of the honorary title of Accredited Life 
Underwriter. Plans for the annual meeting 
next month, including the personnel of the nom- 
inating committee, will be decided upon shortly 
by President Wright. The committee on pub- 
licity has been assigned the program for Thrift 
Month, and the membership committee will have 
a spokesman at the annual dinner, particulars 
of which will be announced at an early date. 


“Not Taken” Policies 
(Concluded from page 3) 


Brokers Association issued a statement in which 
they expressed their approval of such a move- 
ment in the casualty field and pledged their co- 
operation and support. 

The Central Bureau for reporting unpaid 
earned premuims on fire policies is under the 
management of Benjamin R. Mowry and oper- 
ates from the office of the New York Fire In- 
surance Exchange. The office maintains a sim- 
ple but effective card system whereby it has 
available the records of all not wanted policies 
classified according to companies, brokers and 
assureds. The plan is in smooth working order 
and it has been noted that brokers have grown 
increasingly prompt in returning “not taken” 
policies prior to the inception date and are ex- 
ercising much greater care in the ordering of 
new insurance and renewals. 

The coexistent evil in the casualty insurance 
field could be handled in exactly the same man- 
ner and if undertaken by the fire organization, 
the work would not require any extensive ad- 
dition to the facilities now available. 


Luncheon to R. Y. Sketch 

Ralph Y. Sketch, president of the Chartered 
Insurance Institute of Great Britain, was given 
a luncheon at the Drug and Chemical Club last 
week by the officers and committee men of the 
Insurance Society of New York. Edward C. 
Lunt, president of the Society, presided. Mr. 
Sketch sailed for England the same evening. 
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Established 1865 by David Parks Fackler 
EDWARDB. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 





SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bidg, ATLANTA, GA, 





HENRY R. CORBETT 


ACTUARY 


Specialty—Pension Funds 
and Employee’s Benefits. 


175 W. JACKSON BLVD. CHICAGO 




















JNO. A. COPELAND 


Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


Translations 











H. J. WERDER 

Translations 

from English, German, French, Spanish, Italian, 

Dutch, Danish and Norwegian into German and 
English. 

20 years insurance experience 

FIRE AND MARINE WORK 

80 MAIDEN LANE, ROOM 1801 JOHN 2484 

Ask for Rate Card 








E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 

















Woodward, Fondiller and Ryan 


Consulting Actuaries 


Actuarial Service in all branches of Insurance and for Pension 
Funds—Examinations and Appraisals—Statistical Service and 
Installations—Companies and Associations managed under 
contract—Office Systems and Reorganizations—Insurance Ao- 
eounting and Auditing. 

75 Fulton Street New York 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA. 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 




















JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFB INSURANCE —Getiany, Intermediate, Group, 
Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
WAY = NEW YORK CITY 
aa — 101 Memorial Bidg., Nashville, Tenn. 


ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 


THE GERMAN OFFICES 1926 
LIFE TABLES 


An English edition of The German 
Offices 1926 Life Tables, prepared by 
the Association of German Life As- 
surance Companies, has been issued 
by the German Society for Insurance 
Science. The contents of the 1926 
Life Tables are shown by the follow- 
ing chapter headings: 

I. Introduction. °. 

II. The Construction of New Mortality 

Tables by the Association of German 
Life Assurance Companies. 
III. Aggregate and Select Tables. Their 
Nature and Their Value in Practice. 
IV. Arrangement of the Tabulated Func- 
tions for the Final Life Tables. 
V. Exposed to Risk and Deaths for Every 
Entry Age and Duration. 
VI. The Aggregate Life Table. Elementary 
and Monetary Functions 4 Per Cent. 
VII. The Select Life Table. Elementary and 
Monetary Functions 4 Per Cent. 


The German Offices 1926 Life Tables 
may be obtained through The Specta- 
tor Company at $8 per copy. Actuar- 
ies and the actuarial departments of 
life insurance companies will doubtless 
desire to add this publication to their 
insurance libraries. 
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HAIGHT, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Omeha 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 








GEORGE B. BUCK 
ACTUARY 


Specializin in Employee's 
Benefit ona Pension Ponds 


NEW YORK 


25 SPRUCE ST. 


E. H. BURKE & COMPANY 
INSURANCE COUNSELORS AND ACTUARIES 
205-212 Old Colony Building 37 W. Van Buren Street 
Phone H: in 2805 
Chicago, Iilinois 
Our services are available for all kinds of actuarial work and 
insurance counsel, Annual statements yoy on short notice, 
‘orms 


te books i constru 
comding anaes aiveel rane” a 




















A NEW BOOK!! 


Liability of Automobile Users 


for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 

PRICES 


Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
.- &75 100 * .. 30:00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Miscellaneous Insurance 








INSURANCE STOCKS 


All Bids and Quotations Subject to Con- 


firmation 


The following quotations, as of November 14, 
1927, are from reliable houses and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SPECTATOR will endeavor to supply the data. 


Bid 

Alliance Fire 

Wheeler & Co., Philadelphia......... 61 
American Alliance 

Arthur Atkins & Co., N. Y.......... 438 

McKinley & Co., N <li apap oat 435 
American Surety 

Lewie & Go,, Tlartlaed). o..05.scccescs 320 

pe tk rr 322 
American Insurance Co. of Newark 

Arthur Atkins & Co., N. Y.......... 28 

Miliken & Pell, Newark, N. J........ 28% 

Curtis & Saget Is Yes iGc.9 a nvien see 28% 
Bankers & Shippers 

Mckinley & Go,, No Ve civics owes 380. —y, 
Bankers Indemnity (Newark) 

Miliken & Pell, Newark, N. J........ 1634 
Camden Fire 

Arthur Atkins & Co., N. V.......... 23 

Perez F. Huff& Co., Inc., N. Y...... 23 

McKinley @ Co. No Y «2. ccc ccc cess 23 
Carolina Insurance 

Perez F. Huff & Co., Inc., N. Y...... 60 

Arthur Atkins & Co., N. Y.......... 59 
Commercial Cas, Ins, Co. 

Miliken & Pell, Newark, N. J........ 66 
City of New York Ins. Co. 

Perez F. Huff Co., nu CS Ge 445 

Curtis & Gameee: Bi. 9 2. ics se cecisces 425 

Arthur Atkins & Co., 5; Rae 420 
Continental Ins. 

Arthur Atkins & Co., N. Y.......... 215 

Lewis & Co, Tastee... 6 one cece 215 
Continental Casualty 

Perez F. Huff Co., Inc., N. Y.C..... 70 
Federal Insurance 

pe ee Ee Ae ee ee 715 
Federal Union Life 

A, & J. Frank Co,, Cincinnati....... 22 
Fidelity & Deposit 

Curtis & Sanger, N. V.....-.-cece0. 240 
Fidelity and Casualty 

Arthur Agkine & Co., Ni Y... 2.3... 190 

Curtis & Sanger, N. St OR 190 
Fidelity-Phoenix 

Arthur Atkins & Co., N. Y.......... 160 

Lewis & Co., Wirtited) ..2..<ce-s-e 160 
Fire Association of ceeisotie 

Wheeler & Co,, PIG 2055 cescccces 62 
Firemen’s Insurance Co. of Newark 

Arthur Atkins & Co., N. Y.......... 49 

Miliken & Pell, Newark, N. J........ 49 

Perez F, Huff Co., Inc., N. ¥Y.C..... 48 
Franklin Fire 

Arthur Atkins & Co., N.Y.........- 300 
Glens Falls 

Cartis & Sanger, N. VW... .. 0c ccees 51 

Arthur Atkins & Co., N. Y.........- 51 

Lewis & Co., Hart Met errs’! 51 

Perez F. Huff Co., Inc., N. Y.......- 50 
Globe & Rutgers 

Curtis @ Sanger, Nw... sc ccccceees 1700 

Lewis & Co., Hartford.........200- 1700 
*Great American 

Curtis & Sanger, N. VY... .....-ccees 430 

Perez F. Hu Co., BG, Ts Be cctcees 430 
Hanover Fire, Stock’ 

Arthur Atkins & eats Dg Miso dan oese' 270 

Curtis & Sanger, N. oe aS OI 265 

Lewis & Co,, Mattloed. ......cscecceee 268 
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TIVE OFFERINGS 


) 27 WILLIAM STREET 
NEW YORK 


HANOVER 3707 








INSURANCE 


WRITE FOR CIRCULAR S-16 
WHICH CONTAINS ATTRAC- 


ARTHUR .ATKINS & CO. 


Offered 
64 
"445 
330 
327 
30 
29% 
30 <3 
17% 
25 


25 


62 
61 


67% 


220 
220 




















Bid 
Harmonia 
Arthur Atkins & Co., New York..... 58 
Home 
Arthur Atkins & < i Re 533 
McKinley & Co., Sf edie ieee 535 
Curtis & Sanger, | OY ae aE 533 
Lewis & Cas, HAPtiond.. oc. cc cccccce 533 
Hudson Cas. Ins. Co. 
McKinley & Co., N. Y.C........... 10 
Importers and Exporters 
Arthur Atkins & Co., N. V.......... 93 
Curtis & Ganges. N. VW. .... oc coke ee 93 
Independence Indemnity 
Perez F. Huff & Co., N. Y..C........ 325 
Wrestler GF CO, POUR <6 ok cs b00 cere ce 325 
International Co. of St. Louis, Pfd. 
A. & J. Frank Co., Cincinnati....... 2% 
er Southern Life 
A. & J. Frank & Co., Cincinnati..... 3 
Insurance Securities of New Orleans 
Perez F. Huff Co., Inc., N. Y. C..... 21 
Insurance Co. of North America 
Wheeler & Co., Philadelphia......... 7634 
Perez F. Huff Co., Inc., N. Y. C..... 77% 
Lewis & Co., Hartford............0. 77 
Kansas City Life 
Curtie & Sanger, N.Y... ccc cc cccce 1100 
Merchants Fire 
Arthur Atkins & Co., N. Y.......... 210 
Maryland Casualty 
Perez F. Huff Co., Inc., N. Y........ 170 
Curtis & Sanger, N. VV... 2... cece 168 
Lewis & Co., Hartford.............. 165 
Metropolitan Casualty 
Curtis & Sanger, N. V........0-ce0. 80 
LOWE OF CO., MMNUIOTE. «6 ceive pelceecs 80 
Milwaukee Mechanics 
Arthur Atkins & Co., N. Y.......... 46 
* McKinley & Co., N. ee Se ates 47 
Missouri State Life 
A, & J. Frank Co., Cincinnati....... 80 
Perez F. Huff Co., Inc., N. ¥.C..... 80 
National Surety 
Lewis & Co., Hactlords 2. i csccssces 285 
McKinley & CM, Mevccdievaccsce 290 
National Union 
Cares @ Samet, Ne Waa 5 osc ccc ccsve 295 
New Amsterdam Cas. 
Curtis & Sanaee N.Y. 6c cc ceccees 71 
Metanles & Get, NOY. 2c ccccessses 73 
New Brunswick Ins. - 
Arthur Atkins & Co., N. Y.......... 57 
Perez F. Huff Co., Inc., NES; @o..6. 57 
New York Casualty’ 
Lewis & Co., Hartford. ......sccccce 120 
Crees & SAORI, V6. ccc csccicce 120 
WECRMEN Be COLIN, © ov eicsicccccces 120 
Arthur Atkins & Co.,.N. Y.......... 120 
Niagara Fire 
Arthur Atkins & Co., N. Y.......... 365 
North River Ins. Co. 
Arthur Atkins & Co., Le re 205 
Curtis & Sanger, N. 2 See ane 208 
Northern Ins. 
Arthur Atkins & Co., N. Y.......... 350 
Ohio National Life Ins. Co. 
A. & J. Frank Co., Cincinnati....... 42 
Reliance Fire 
Wheeler & Co., Philadelphia......... 25 
Security Ins. of New Haven 
Lewis & Co., Hartford.............- 125 
St. Paul F. & iI. Ins. Co. 
pe TE 1, Oh eee 190 
Stuyvesar.c 
Arthur Atkins & Co., N. Y.......... 220 
Lewis & Co., Maxtieed:..;. coos de. 215 
Transportation Insurance 
Perez F. Huff Co., Inc., N. Y.C..... 544% 
U.S. F. G. 
Cuntio & Saguee Wo Yc so os cccvsvees 350 
U. S. Fire Ins. Co. 
‘Arthur Atkins & Co., N. ¥.......-.. 255 


F Lewis & Co., Mattlond.. «ss sclesces 255 


INSURANCE 
BANK STOCKS 




























PEREZ F. HUFF, President 













75 MAIDEN LANE, 
NEW YORK CITY 


Telephone, Beekman 6166 


PEREZ F. HUFF CO., Inc. 


*HENRY I. PITNEY, Vice-Pres. 
*T, J. FITZPATRICK, Vice-Pres. 


* Formerly with Gilbert Elliott & Co. 


Offered 


77% 
78% 
78 


1200 


173 
170 


82 
83 


49 
49 


82 
85 


295 
295 


26 
132 
200 


226 
225 


58 
360 


265 
265 





















Bid Offered 

Perez F. Huff Co., Inc., N. ¥.C..... 255 265 
United States Leg pg, & a 

Arthur Atkins & Co., N. Y.......... 305 315 
Victory ae Co. 

Wheeler & Co., Philadelphia......... 25 26 
Westchester Fire 

Micwimles & Go. Wes Ws oe ocskcsc ves 69 70 

Curtis & Sanger, N. Y.........0000. 8 70 

Perez F. Huff Co., Inc., N. ¥. C..... 6814 70 

* Ex dividend. 

HARTFORD STOCKS 

Aetna Casualty and Surety 

Conning & Co., Hartford............ 1180 1190 

Lewis & Co., Hartford...........c0. 1180 1190 
Aetna Insurance (Fire) 

Conning & Co., Hartford............ 650 660 

Curtis & Sanger, i. BS eee 650 660 

Lewis & Co., Hartford.............. 650 660 
Aetna Life Ins. Co. 

Curtis & Sanger, EW ea Caae. cas & ere 755 765 

Conning & Co., —" Teo eee 760 765 

McKinley & Co., N. VY... .....-cece 760 765 

Perez F. Huff Co., Inc., N. Y. C..... 760 765 

Lewis & Co., Hartf. i Ee He 760 765 
Automobile Insurance 

Conning & Co., Hartford............ 320 330 

Lewis & Co., Hartford.............. 320 330 
Conn. General Life 

Conning & Co., Hartford............ 1700 1725 

Lewis & Co., Hartford.............. 1700 1725 
Hartford Fire 

Conning & Co., Hartford............ 735 745 

Lewis & Co., Hartford.............. 725 735 

Curtis & Sener ato Yo. noc. ccc 725 735 
Hartford Steam Boiler 

Conning & Co., Hartford............ 820 jie 

Lewis & Co., Hartford.............. 805 820 
National Fire 

Conning & Co., Hartford............ 860 870 

Lewis & Co., Hartford............0¢ 855 865 
Phoenix Insurance 

Custio & Samat Wis. os ccc ccc cee 725 735 

Conning & Co., Hartford............ 730 740 

Lewis & Co., Hartford.............. 730 740 

ae Os IN werccucereees 730 edad 
Rossia Ins, 

Lewis & Co. cy ee Ee 161 168 
Travelers Insurance 

Conning & Co., Hartford............ 1470 1480 

Lewis & Co., Westie... cs. conc. 1470 1480 

Curtis & Sanger, N. Y........ geuwee 1470 1480 


NEW ENGLAND STOCKS 
American Investment Securities Co. 
Chas, A. Day & Co., Inc., Boston... . 18 
Boston Casualty 
Chas. A. Day & Co., Inc., Boston... . 15 
Boston Insurance 


Chas. A. Day & Co., Inc., Boston.... 865 
Lewis & Co., Hartford.........ccces 850 
Perez F. Huff Co., om Wie Gi ccc 850 
Capitol Fire Ins. Co. 
has. A. Day & Co., Inc., Boston: 
DE A ea > RY 2 ee 95 
COME 6 abet dons cnaive sche 285 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 305 
Conmeunaerss itle Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 100 
Mass. Bond. & Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 510 


Mass, Title Ins., Pfd. 
Chas. A. Day & Co., Inc., Boston... . 35 
New England Fire 
Chas. A. Day & Co., Inc., Boston.... 48 
New Hampshire Fire 


Chas. A, Day & Co., Inc., Boston.... 400 
Old Colony Insurance 

Chas, A. Day & Co., Inc., Boston.... 275 
Providence-Washington 

Chas. A. Day & , Inc., Boston.... 520 
Springfield Fire and Marine 

Chas. A. Day & Co,, Inc., Boston.... 700 
United Life & Accident Ins, Co. 

A. Day & Co., Inc.. Boston.... 35 


22 
25 


315 


Wide Publicity of The Spectator 

As indicating the wide publicity attained for 
matter appearing in THe Secrator, the pub- 
lishers received clippings from over 200 daily 
newspapers in the United States alone, concern- 
ing one article printed in THe Spectator. An- 
other illustration of the extensive press service 
of THe SpEcraATor is seen in the article re- 
printed below from the Natal Mercury, of Dur- 
ban, Natal, South Africa, referring to an article 
in THe Specrator by Dr. F. L. Hoffman: 


One person in every 10,000 met a violent 
death in the 118 leading cities of the United 


States last year. 


To Chicago went the doubt- 


ful distinction of having the most homicides— 
510; New York city, with approximately twice 


the ‘population of Chicago, had 340. 


In 28 of 


the leading cities the rate was 9.9 per 100,000, 


as against 11.0 in 1925. 
reduction is encouraging. 


“Slight as it is, the 
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Do Not Drain-—- 


If is better to Irrigate ce eee 


a factor in his commun- 


the Com muri ty ity when he represents a 


company that invests its 


Garden premiums back in the 


territory it serves. 


You bank locally and we 
invest in local municipal 
and county bonds. 


Cultivate the Commun- 
ity Garden with oar Co- 
operative plan. 


; ApS, eFarmers € Bankers 


Life Insurance Company 


£ H. K. Lindsley 


C COMMUNITY GARDEN tind 


J.H. Stewart Frank B. Jacobshagen 
VICE PRESIDENT SECRETARY 











WICHITA, KANSAS 

















Ruilfels Life Association 


BUFFALO LIFE BLDG. Formerly MASONIC LIFE ASSOCIATION---Founded 1872 
452 DELAWARE AVE., BUFFALO, N. Y. NELSON O. TIFFANY, President and General Manager 











1872-1927 success Operation 


Some Features of 1926: Insurance in Force: 
Gross New Business Written in 1926 1919—$29,564,500.00 
Over $6,000,000.00 1920— 32,245,000.00 
The last ee ee increasing 1921— 34,779,000.00 
aa t r 1922— 37,584,000.00 
re wr ai Pati 1923— 39,870,500.00 
satisfied policyholders 1924— 41,630,500.00 
Benefits Paid Since Organization 1925— 42,604,500.00 
over $15,000,000.00_ - 1926— 43,776,500.00 






































Insurance is written on the step rate, or modified natural premium plan. This obviates 
the necessity of carrying large reserves, as the premium is computed on a scienti- 
fically graded table. 

Insurance is also written on the level premium plan American Experience table 4%. 

All insurance written is on an adequate reserve basis. 

The Association has a considerable field open for active agents. 
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Success Under Difficulties 


By Witiram C. Morton 


Registrar, Life and Casualty Insurance Company of Tennessee, Nashville 


This article is being written solely for the 
man who feels that he is almost “down and out.” 
Surely if there is any person who is working 
under difficulties, it is the man of this type. 
The greatest benefactor that any man may have 
is the man who helps him to help himself. 
Never pauperize a man if you expect him to be 
a strong character. In fact, never do a thing 
for any man that by rights, he should do for 
himself. Many people have been “ruined” in 
just that way. In other words, the greatest 
favor that I can render any man is to help 
him increase his efficiency. This I hope to do 
in the paragraphs which follow. 


Don’t BE DowNHEARTED 


In the first place, it should be borne in mind 
that because an agent has difficulties and ob- 
stacles to overcome, there is all the more reason 
why he should never become downhearted. Men 
who have accomplished the most in all walks 
of life, as a rule, have been men who actually 
invited obstacles to overcome. If this is not 
true, how else may we account for the strength 
of some people? You can not expect a strong 
character where no power of resistance has 
been called into play. A prize fighter like Tun- 
ney could never have gotten the championship 
belt unless he had courted every opportunity he 
could possibly find in order to have the privi- 
lege of developing into the world’s greatest 
fighter. It would not do to say that Tunney has 
had no difficulties to overcome. He has many 
of them—but the moral is: he stuck to his task 
and now the world hails him with universal ac- 
claim as the world’s greatest pugilistic cham- 
pion. And while I am not a fan of this type, 
yet I am frank to confess that it is his victory 
which gives’me a real thrill. And what may 
be said of Tunney and other such heroes may 
likewise be said of any other real “he” man. 
The idea is this: Do not get the “blues” just 
because you feel that you are not doing as well 
as you should. Others are perhaps having a 
worse time and yet they are always cheerful 
and you would never know but what they were 
having the very best business that it is possible 
for them to have. The man who holds his head 
up and who smiles, regardless of the difficulties 
he has, is the man who will come through with 
flying colors. Half of the thing we call suc- 
cess on the debit is nothing more than an atti- 
tude of mind, anyway. The point, then, is to 
get the winning attitude. The winning attitude 
might well be summed up in this way: It is 


the determination to stand true to the colors, let 


come what may. Do or die, that is the idea. Do 
not be discouraged. 

The worst thing that could possibly be said 
about being discouraged is that it does not get 
you anywhere. In fact, it retards the progress 
that you are already making. Bear that in mind 
and the next time, you get to feeling blue and 
downtrodden, with that feeling that makes you 
think that everybody is against you and no one 
is for you—that dejected, disgusted feeling, that 
must be experienced and can never be uttered— 
well, there is only one thing to do and that is 
to change your attitude of mind. If you will 
pardon this personal reference, permit me to 
make this statement: There was a time when 
I was the sourest thing in the world, and when 
I always had the blues. I was a walking cloud 
and put a cold damper on every crowd in which 
I happened to be but I awoke from my sleep. 
I saw that I was looking at life through painted 
goggles and that I was actually clouding my 
own view of the landscape of life. Well, the 
result was that I had a change of attitude. 
And this must be cultivated. The result is that 
now I am striving to be as happy as my ability 
will possibly allow me to be. A change of atti- 
tude is what it takes to make a man over. And 
it will do it. Look at life from the bright in- 
stead of the dark side all the time. 

One of the best tonics that I can imagine for 
the man who thinks his difficulties are too great 
for him is to advise him to get out and see what 
others are doing. Visit an insane asylum or an 
almshouse. Visit the county jail or the police 
station. Get out where people have real hard 
times and see how they live. Do not compare 
your lot with the more fortunate if you wish to 
encourage yourself. See how much better. you 
are really doing than some one else, and then if 
you like, compare your present status with some 
one else whose station in life you sometimes 
hope to excel. That ought to give you encour- 
agement. At any rate, you are your own archi- 
tect, and by all means, do not make a “mess” 
of the job to begin with. Keep the marble 
clean and the chiseling will be comparatively 
easy. It will. 


PERSONAL CAPITAL 


If you have two good eyes, two good ears, 
good teeth, a good appetite, good health and a 
good job, what more could you expect Nature 
to endow you with? The man who has five 
good senses plus “common sense” and good 
health has a capital to operate upon that can 
not be measured in dollars and cents. Who 
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could begin to set an actuarial standard upon 
the value of good health? It approaches the 
infinite. It cannot be over estimated. Think of 
Helen Keller whose difficulties would chill the 
ardor of the most enthusiastic, and look what a 
record she has made. Her name and achieve- 
ments will go down in history as perhaps the 
most illuminating of any other American 
woman. When this history of mankind is 
finally written, there will be many pages given 
to the praise of such people as Helen Keller, 
who have proven for all time that success can 
be achieved under very great difficulties. Debit 
men, if you have allowed yourself to become a 
little “blue” over a few minor things, forget 
about it, and just think what others have done 
under more trying circumstances than yours. 
You will finally be forced to the conclusion 
that your lot is not so bad after all. 

James Ferguson, the peasant boy of England, 
has left a name as an astronomer that will 
never be effaced as long as the world stands. 
His story is one of romantic interest indeed. 
He fought the battle of life under very great 
difficulties. Out of the wilds of Banffshire, he 
reached London and there carved his name and 
his fame forever among the immortals. His 
biographer says that little James Ferguson did 
not have the advantage of instruction at first 
hand; and it is astonishing to imagine this rustic 
boy sitting with round eyes intent, listening to 
phrases far above his understanding, sounded 
forth in his father’s deep bass, or the unwilling 
gasps of his brother’s childish voice, to whom 
the gates of success were thus so painfully 
opened. But what to him at first was so painful 
enabled him to eventually become one of the 
world’s greatest astronomers as well as the best 
object lesson in the world for the ambitious 
debit man. Do not be content with your lot 
and profit from the difficulties which others 
have been able to overcome. 

Thomas Erskine, whom Lord Campbell has 
pronounced the world’s greatest advocate and 
most consummate forensic orator that England 
has ever had, began his life under very great 
difficulties and many discouragements. It is 
said that he had great self-confidence, and this 
is indeed a great thing to be said of any man, 
but in spite of this he had many years that 
were very great uphill struggles and many 
very great obstacles. His father had exhausted 
all his means educating his two other brothers 
and so Thomas had to make it alone. He had 
a hard time keeping the wolf from the door, 
and it took the very strictest economy. That 
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is a thing that is little practiced to-day. Per- 
haps debit men might learn this lesson from 
Erskine. The trouble with the average Amer- 
ican to-day is that they do not know the real 
meaning of economy. So great was the econ- 
omy practiced by Erskine that Jersmy Bentham 
declared that Erskine was “so shabbily dressed 
as was quite remarkable.” But one great thing 
about him was this: He was conscious of the 
fact that his powers could some day be used in 
a greater sphere, and naturally chafed against 
the iron circumstances that seemed to hem him 
in. But you can not hem in a determined man. 
Erksine would not be kept down. A chance 
conversation paved the way to his first position 
and he was employed as counsel in an important 
case. The effect produced by his speech was 
really prodigious. He won the desired verdict 
for his client, and by a single bound over- 
leaping all barriers, he passed from poverty to 
abundance, from the castle of Giant Despair 
to the Delectable Mountains. Entering West- 
minster Hall that morning a pauper, he left 
there that night at least prospectively a rich 
man. After he marched along the hall when 
the judges had risen, the attorneys flocked 
around him with their briefs and it is said that 
retainer fees actually rained upon him. From 
that time, his business rapidly increased, until 
his annual income amounted to twelve thousand 
pounds. Debit men should study the lessons 
that the life of a man like Erskine teaches be- 
cause it will enable them to overcome all ob- 
stacles regardless of what they may be. 


TuHeE Desir Is INTERESTING 


Debit men, just as all other classes of people, 
will have bad days, weeks and months. That 
is what really makes the debit so fascinating. It 
takes excitement to keep a good man interested. 
Perhaps you have a good many lapses. Dis- 
cover the cause for this and determine from 
henceforth that you will have no more lapses 
for the same causes. You may let it lapse once 
for one reason but avoid a recurrence of it. 
Perhaps, you have made a decrease instead of 
the increase which you really should make. But 
do not become disheartened. Get out and from 
now on exert yourself all the more. Learn to 
be conscious of the fact, as was Erskine, that 
you are able to fill a bigger place in the affairs 
of men, and do just as he did: Prepare your- 
self for the bigger things as they come to you. 

As a matter of encouragement to debit men, 
the following list of internationally famous men 
and women and their achievements is submitted. 
Profit from these examples: 

Miss Lucy Larcom, whose lovely “New Eng- 
land Girlhood” has been the favorite of girls 
for years, was at one time a laboring girl in a 
Lowell cotton factory. She became a great 
writer, and that under very great difficulties. So 
eager for success was she that she made her 
window a veritable library of clippings, at which 
she could look while at work, thus improving 
herself at all time. 


SoME ExAMPLES 


Dr. Adam Clark was once a very poor, bare- 
foot Irish boy, who had such a thirst for knowl- 


‘edge that he would travel miles for the privi- 
lege of perusing just one book. He has gone 
down in history as perhaps one of the world’s 
greatest commentators of the Holy Scriptures 
—and this is a very great honor indeed. 

Dr. Rittenhouse was a joiner. He had intense 
thirst for knowledge. He burned the midnight 
oil and committed to memory many, many books. 
He covered the fences and the barn doors with 
all kinds of diagrams. Alone and unaided, he 
became one of the world’s greatest surveyors— 
and this all under difficulties. He stuck until he 
won the victory. 

President James A. Garfield is entitled to the 
appellation—the “Self-Made President” if any 
President ever was. He cut wood to pay for 
a term at school, became bell ringer and sweeper- 
general in order to make his way through 
Hiram College. He was so intense in his ap- 
plication that he covered a six year course in 
three and became one of the world’s outstanding 
citizens. When you feel discouraged, think of 
Garfield. He won out and so can you. 

Michael Angelo was world famous in three 
ways: Although he made himself immortal by 
the Dome of St. Peter, as an architect, or upon 
his “Moses” as a sculptor, or his “Last Judg- 
ment” as a painter, yet his history shows that 
when he was so busily engaged in these tasks 
that he was so poor that he could not allow his 
brother to visit him at Bologna because he had 
only one bed for him to sleep in and he had 
to use that for himself and his three assistants. 
Suppose he had surrendered to his difficulties or 
that debit men should do likewise? It would be 
fatal. Michael Angelo would long ago have 
been forgotten, but as it is, he made himself 
immortal. He overcame his obstacles instead 
of being overcome by them. 

But, whatever your destiny may be, and it 
will be your own choosing, I believe a knowl- 
edge of the following sentences will greatly 
modify it. Remember these thoughts: 

Circumstances have rarely favored great men. 
A. lowly beginning is no bar to a great career 
but is really a great help. The man who has 
a hard time with a debit may not have as much 
time to spare now as some one else, but some 
day it will be just the opposite. And finally, 
you must never acknowledge defeat.—Use every 
oppartunity that you have. If you do not have 
one, make one. 


The Uninsurable Risk 


Could any conception be made available of 
the mental agony, the worry, the forebodings 
for the future—which take place in the mind of 
the man who through physical disability is un- 
able to secure insurance on his life—the life 
insurance agent would have to hang out the 
S.R.O. sign, so great would be the clamor for 
protection. 

But unfortunately nobody but the victim of 
this sad situation fully appreciates the meaning 
of it, just as the person in vigorous health finds 
it difficult to sympathize with his less fortu- 
nate neighbor—or, sympathizing, to conceive of 
such a thing happening to himself. 

Yet, as indicated in thousands of instances 
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all about us in our daily life, ill health does 
swoop down, accidents do occur—and death 
finds many unprepared to meet it. Sooner or 
later, in most every man’s life, the point is 
reached where he becomes an “uninsurable risk.” 
Mortality tables compute the average age at 
which this catastrophe may be expected, but 
there is no possible forecast which will deter- 
mine when the given individual will cross this 
line. 

When a man is young, in good health and in- 
surable, is the time when the life insurance 
agent should concentrate on enrolling him in 
the ranks of the insured. Some day it will be 
too late, but unless the prospect is kept re- 
minded constantly of this, unless the insurance 
agent works unfailingly in his efforts to im- 
plant this thought in his mind, the idea will not 
take root. 

Getting the young man or the books is, then, 
one of the most important tasks the agent has 
to meet. Even if the policy is only a small one, 
getting the name on the company books is a 
worthwhile achievement. Once a member of 
the company, your prospect looks upon insur- 
ance as something closely touching his life, 
something in which his money is invested, a 
part of his estate—where before it was a sub- 
ject to speculate on, a matter which did not 
touch him closely enough to be given any seri- 
ous thought. 

The only way to prevent the regrets which so 
often come with middle age is to make certain 
that the day that finds the prospect uninsurable 
will also find his reaping the benefits of his 
youthful investment in life insurance—rather 
than vainly regretting that some insurance agent 
did not acquaint him with the great benefits 
which he carelessly passed by —The John Han- 


cock Field. 
We Have the Edge 

“The industrial man has the advantage when 
it comes to prospects for ordinary,” says Presi- 
dent Williams. “There are hundreds of ordi- 
nary prospects in the homes where he collects.” 

Very true, but industrial agents often neglect 
to take advantage of this advantage. Jack 
Shuff, of the Union Central, says that he can’t 
understand how any industrial agent could make 
the rounds of his debit without writing two or 
three ordinaries. 

The explanation is that the industrial agent 
doesn’t talk ordinary. 

The fact that the ordinary is there for the 
asking doesn’t write it unless you ask for it. 

Ordinary agents are now canvassing from 
house to house for prospects and when an or- 
dinary agent gets a prospect he is only too glad 
to make a night call to close the business. 

We may expect increased competition from 
ordinary agents for business of the families 
where we collect, and if they can get the busi- 
ness that we should get, they ought to have it. 
—Western and Southern Fields News. 


The Unexpected Always Happens 
This is the title of a leaflet that has made 


business for many agents. You try this leaf- 
let, won’t you?—The Spectator Company, New 
York City. 
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Effective Elements in Life Insurance Salesmanship 


MontTREAL, November 15.—Knowledge is 
power in the successful selling of life insurance, 
just as it is in all business activities, it was as- 
serted today in an address by D. J. Bloxham, 
supervisor of the field service department of 
the Travelers Insurance Company of Hartford, 
Conn., before the Association of Life Under- 
writers of Montreal. Mr. Bloxham was the 
guest of honor, and chose as his subject, “Ef- 
fective Elements of Life Insurance Salesman- 
ship.” 

The life insurance salesman to be a success 
should have the proper mental attitude and 
should be convincing, confident and enthusiastic, 
it was said. But transcending in importance 
these qualities is knowledge, not only of the 
fundamentals of insurance, but an appreciative 
understanding of men, Mr. Bloxham asserted. 
Knowledge oftentime, it was said, is limited 
to the rate books and the minute details of the 
insurance business. 

Such qualities as conviction, confidence and 
enthusiasm, while of immeasurable personal 
value in the attainment of the proper mental at- 


titude on the part of the life insurance sales- 
man, must be radiated in the salesman’s deal- 
ings with his public, it was declared. 

Just as a great accomplishment is the result 
of great preparation in any endeavor, so it is 
true in selling life insurance, was the view ex- 
pressed by the speaker. Accomplishments often 
depend, however, on the proper use of one’s 
time and in using such spare moments to the 
greatest possible advantage, Mr. Bloxham said. 
Failure almost automatically falls to the lot of 
many insurance salesmen because they waste 
time and fail to take proper advantage of life’s 
marginal moments. 

The excuse of being too busy is a favorite 
one with many people whenever the question 
arises of exerting effort in a new direction, it 
was said. If such spare moments as a salesman 
might have at his disposal were used to see 
more prospects greater results would be real- 
ized under the application of the law of aver- 
ages, Mr. Bloxham predicted. 


There is no secret to success, for in the 


words of Elbert Hubbard, Mr. Bloxham said 
“success is the result of the right mental atti- 
tude and the right mental attitude will bring 
success in everything we undertake.” It is 
easier to attain, however, if the salesman for- 
tifies himself with knowledge obtained through 
close study, it was suggested. The practical- 
ity of training, as evidenced by the numbers 
who are enrolled in courses of study, has been 
proved of inestimable value. The advice of 
Franklin, Mr. Bloxham said, was that if “thou 
dost love life, then do not squander time, for 
that is the stuff life is made of.” Salesmen 
who do not devote a part of their time to the 
preparation of their message might be said to 
be violating the admonition of Franklin, it was 
asserted. 

Introspection serves a useful purpose and if 
employed honestly often will arouse a man from 
his lethargy and start him on the road to suc- 
cess, it was said. Life insurance salesmen 
were advised to take an inventory of themselves 
to ascertain whether they are accomplishing 
all that they should. 








ESTABLISHES NEW RECORD 


Western and Southern Chicago Dis- 
trict Gets Big Ordinary Increase 








J. J. OLEARY GIVEN DINNER 





Company Honors Superintendent Who 
Leads Field Force in New Territory 
The million dollar ordinary aces of the Chi- 

cago-West district of the Western and Southern 

Life Insurance Company of Cincinnati were 

given a banquet by the company at the Hotel 

Sherman, Chicago, on Saturday evening, 

November 5, to celebrate the biggest per-man 

yearly increase ever achieved by a district in the 

history of the company. A $1,000,000 ordinary 
increase in 10 months would be a creditable per- 
formance in any district, however large or long 
established, but in a new field and on small 
debits, it is nothing short of phenomenal. 
Chicago-West is under the supervision of 

Superintendent J. J. O’Leary, whose record in 

every capacity has been that of a leader of 

leaders. A personal producer of the first rank, 

Superintendent O’Leary has also demonstrated 

his ability to inspire those under his super- 

vision to attain and maintain a position of 
leadership. 


The home office was represented by H. 
Thomas Head, director of agencies; C. M. 
Biscay, manager, ordinary department, and J. 
J. Doyle, publicity manager. Division E. which 
comprises the Chicago and adjoining territory, 
was represented by J. N. Reinhard, superintend- 
ent of agencies, and the following superintend- 
ents: A. J. Butlett, Aurora; Eli Rosen, Chi- 
cago-South; J. R. Daniels, Chicago-Douglas 
Park; J. E. McDonnell, Chicago-Cicero; Ar- 
thur Miroff, Chicago-Englewood; Wm. Peglow, 


Chicago-Irving Park; C. L. McManis, Joliet; 
E. E. Eastwood, Chicago-Lakeview; W. J. 
Buntenbach, Oak Park; D. J. Fassino, Rock- 
ford; E. B. Stukenberg, Chicago-Ogden Park; 
M. Gilbert, Chicago-Roseland; C. E. Reynolds, 
supervisor, and D. C. Thornton, home office in- 
spector. 

After a sumptuous banquet, which was sup- 
plemented by a musical program, Superintend- 
ent O’Leary read a letter of most hearty con- 
gratulation from President W. J. Williams to 
the Chicago-West staff on their wonderful ac- 
complishment. The president expressed keen 
regret that unavoidable circumstances pre- 
vented him at the last moment from attending, 
as he had looked forward with the keenest 
anticipation to being present at the celebration. 

Supt. O’Leary next analyzed the Chicago- 
West records for 1927, announcing that the dis- 
trict had passed the million dollar mark in 
ordinary increase in 10 months, thereby creating 
a new per-man record in ordinary increase for 
the company, and giving the district the leader- 
ship in the company’s field for the year. 
Superintendent O’Leary also emphasized the 
fact that Chicago-West was a two-fisted dis- 
trict, for they also lead the field in joint re- 
sults. In viewing the district’s industrial in- 
crease, Superintendent O’Leary pointed out that 
the industrial increase was built on a permanent 
“get-the-money” basis, as was the ordinary. 
Chicago-West also leads the field in district 
yearly collection per cent, as well as low arrears. 
Mr. O’Leary was emphatic in giving all the 
credit to the assistants and the agents on the 
debits, who in their turn attributed their suc- 
cess to the inspiration of their leader. 

“The first million dollars is the hardest,” said 
Superintendent O’Leary. “Next year Chicago- 
West will make $2,000,000 ordinary increase and 
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$1,000 industrial increase. We are in the lead 
now and we intend to stay there.” 

Mr. Head, director of agencies, congratulated 
Superintendent O’Leary and his staff on their 
outstanding record, and most particularly on the 
fact that it showed every evidence of per- 
manency as indicated by the low lapse ratio in 
ordinary, and condition of debit in industrial. 
“If it had been possible for President Williams 
to be here,” said Mr. Head, “I am sure that 
he would have stressed this healthy condition 
of your business as being the most pleasing 
feature of your record.” 

Mr. Biscay, manager, ordinary department, 
was enthusiastic in his praise of Superintendent 
O’Leary and the field men of Chicago-West. 
“Your record is of incalculable value,” said Mr. 
Biscay, “as a concrete example of what can be 
done. What I am particularly pleased with is 
that you have shown that ordinary can be writ- 
ten in large volumes and continuously, without 
retarding progress in the industrial department. 

The feature of the evening was the addresses 
by the leaders of the Chicago-West staff—the 
men who wrote the business. They were modest 
in their review of past accomplishments, but 
strong in their determination to make good 
Superintendent O’Leary’s pledge of $2,000,000 
ordinary and $1,000 industrial increase for 1928. 


**A Legacy for You” 
is name of our leaflet that shows insurance the 
best of legacies. Try it, won’t you?—The 
Spectator Company, New York City. 


Every Day 
Our leaflet called “Too Busy” will be an aid 
to get business from the busy man. Try it— 
The Spectator Company, New York. 





Prudential Notes 


Harry C. Bowman, of the York, Penna, 
agency of the Prudential Insurance Company 
of America is a staunch advocate of good con- 
dition of account. This feature he has attained 
consistently, for his record reveals an arrears 
standing of 3 per cent. 

Superintendent P. M. Shea, of Philadelphia 
Number 2, is assuming his duties after a long 
and severe period of illness. His return gives 
pleasure and satisfaction to his friends, co- 
workers and associates. 

Congratulations are in order for Agent J. 
Hartley Shoosmith, of Philadelphia Number 
7, upon his promotion as assistant superintend- 
ent in this same district. As an agent his rec- 
ord was always characterized by persistent and 
industrious effort coupled with a capacity for 
detail. 

H. D. Kobler, of Buffalo Number 2, is to 
be congratulated upon his promotion to the 
position of assistant superintendent in the dis- 
trict in which he worked as an agent. 

Agent W. B. Abel, of Utica Number 2, has 
been doing well in industrial. His record in 
industrial net increase for the year surpasses 
that of any other agent in the district, and he 
also maintains a satisfactory condition of debit. 

Frederick W. Sigel, agent in the Rochester 
Number 4 district, has been admitted into Class 
C of the Prudential Old Guard, and Agent M. 
Intaglietta, of Syracuse Number 2, has joined 
the ranks of Class A. 


Post Magazine Almanack, 1927-1928 

The Post Magazine Almanack, 1927-28 edi- 
tion, published in London, has been issued, this 
being the 87th year of that publication. As 
usual, this book embraces a large amount of 
condensed information concerning insurance 
matters in Great Britain, giving statistics and 
facts relating to ordinary life, industrial life, 
fire, accident, marine and other insurance. 

There is an interesting summary of the chief 
insurance events of 1926, lists of insurance 
peers and M. P.’s, tables showing fire insurance 
in the County of London, lists of officers and 
members of various societies of insurance men, 
including actuarial organizations and _ the 
Chartered Insurance Institute; Insurance Insti- 
tutes; lists of tariff and non-tariff offices, and 
some historic fires. 

A valuable feature of this book is the Direc- 
tory of British and Colonial Insurance Offices, 
which embraces one hundred and nineteen pages, 
list of Allisd companies, classes of insurance 
translated. New companies registered and com- 
panies which have absorbed others; companies 
grouped according to kinds of business trans- 
acted. Other interesting features also pre- 
sented are Who’s Who in the Insurance World; 
Directors of British and Irish Insurance Of- 
ficers. 

The statistical tables include a synopsis of 
new business and revenue accounts of life insur- 
ance companies operating in the United King- 
dom, showing the ordinary life business; a 
table of industrial life business; a table showing 
the fire insurance business; a table showing the 
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profit and loss accounts, and others devoted to 
employers’ liability, personal accident, marine 
and miscellaneous insurance. 

From the foregoing it will be seen that the 
Post Magazine Almanack is a very useful work 
of reference concerning insurance affairs in 
Great Britain. Copies bound in cloth can be 
procured at $4 from The Spectator Company. 


Some Legal Aspects of Life Insurance 
Trusts 

Under the above title, Guy B. Horton, who 
had previously written upon the subject of “The 
Power of an Insured to Control the Proceeds 
of his Policies,’ has issued a study of the 
legal problems involved in the relation of life 
insurance companies and trustees of insurance. 
First Mr. Horton describes the three types of 
life insurance trusts, namely, passive, unfunded 
and funded. Then he shows some of the adapta- 
tions of these various kinds of trusts, and cites 
typical instances of their uses, also stating the 
legal aspects in each such case. 

The book closes with a summarization set- 
ting forth the limitations and qualifications on 
control of the insurance contract when same 
is placed in a trust, and tells how the insured, 
the trustee, the beneficiary, and the insurance 
company are affected under certain classes of 
circumstances. 

It is evident that Mr. Horton has made an 
intensive study of the subject, and has closely 
analyzed the various conditions which may enter 
into the establishment and operation of insur- 
ance trusts from the legal viewpoint. 


“Which sie 

A very effective new leaflet portrays on its 
front cover a well-dressed woman beneath a 
picture of an insurance policy, and a poorly- 
dressed -woman under a “pay envelope,” and 
below them the significant inquiry, “Which 
>?” On the inner pages it is stated that 
there are two kinds of pay envelopes—one pro- 
vided by means of life insurance, and the other 
one which may be gained by working, if the 
woman has had business training and can make 
good. The leaflet is intended as a reminder of 
the importance of paying a premium, and states 
that “It is due now!” This excellent leaflet for 
sending out with premium notices is published 
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by The Spectator Company. Its prices are as 
follows: Single copy, 10 cents; 50 copies, 
$2.75; 100 copies, $5; 500 copies, $20; 1000 
copies, $35; 5000 copies, $140; 10,000 copies, 
$265. 





WE WANT LIVE WIRE 
INSURANCE MEN 


Highest commissions paid to 
those who can produce and organ- 
ize a territory. We give better 
and more protection for the same 
money than any other company; 
also better service to policy 
holders and agents. 


If you can produce, we need you 


INCOME 
GUARANTY COMPANY 


South Bend, Indiana 








The Verdict 


Your success as an underwriter de- 
pends upon the verdict brought in by the 
greatest jury in the world—the American 
public. For seventy-six years the Mas- 
sachusetts Mutual has been building up 
a nation-wide reputation. Its friends 
are everywhere and are ever ready to 
testify to the efficient service that it 
always renders. There is no better 
company to buy from and none better to 
represent in the Field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTSEMUTUAL LIFE 
INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


More than a Billion and a Half 
of Insurance in Force 
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